
























Troubles come and 
troubles go, but business 
goes on forever. 
Most troubles taken with a smile are 
: found to be merely problems. 
:. t 930 --- a good year --- smiles and profits. 


NATIONAL ELECTRIC PRODUCTS CORPORATION 
PITTSBURGH 








THIS YEAR’S advertising of Eveready 
Batteries will be one of the most striking 
and dramatic series ever published by 
National Carbon Company, Ine. In 
national magazines—in dealer maga- 
zines—over the radio—through pub- 
licity stories, National Carbon stands 
back of Eveready jobbers with a dynamic 


advertising program designed to create 


more sales— faster! Advertisements in. 


national magazines have tremendous 


Twelve good reasons why Eveready Batteries sell! 


eye-pulling quality. Postery in style, 
they give high visibility to the name 
EVEREADY. The above illustration is one 
of a series of twelve ... twelve excellent 
reasons why Eveready Batteries will sell 


to dealers in 1930. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City New York 


San Francisco 


Unit of Union Carbide and Carbon Corporation 
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Ir WAS the origi- 
nal intention of THE JOBBER’S 
SALESMAN to publish a series 
of editorials by prominent ra- 
dio men only during the year 
1929, but so many favorable 
comments have been received 
on these messages that it has 
been decided to continue them. 

The radio industry is in 
need of guidance at the pres- 
ent time and it is felt that 
these editorials are produc- 
tive of the kind of thinking 
necessary to such guidance. 
Mr. Blackman’s aarticle, for 
instance, which appeared in 
the December issue was par- 
ticularly timely and the Wis- 
consin Radio Trade Associa- 
tion has seen fit to place it in 
the hands of all those inter- 
ested in radio in that state. 
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Another Good 
Selling Point! 





A VISE-LIKE GRIP!.. 


A vise-like grip holds the conduit in the 
Appleton No-Thread Unilet permanently. 
The sharp beading inside the contracting 
sleeve cuts through the conduit enamel 
and gives a perfect contact. 


The nut is loosened, the conduit is in- 
serted—and when the nut is tightened, it 
is there to stay! 





Appleton No-Thread Unilets are made of 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Malleable Iron—light and yet extra strong 
—with a Cadmium finish that insures 
against rust. 


Thus Appleton No-Thread Unilets have 


every feature that spells permanence. 


Our new general catalog has complete in- 
formation on Appleton No-Thread Unilets, 
as well as the entire Appleton line. Send 
for it today. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in \4-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 


APPLETON 


New York 


San Francisco—655 Minna St. 


APPLETON 


150 Varick St. 





No-Thread Malleable 


UNILETS 


Reg. U. S. Pat. OF 


The Original Threadless Conduit Fittings 





ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U. S. A. 


Los Angeles—340 Azusa St. 


Seattle—628 Railroad Ave. 


(ppLETON ELectric COMPANY 
1734 Wellington Avenue, Chicago 


Gentlemen: 
Conduit Fittings, together with prices. 
Name 


Address 


Please send us a copy of New Revised Catalog on Unilets and 
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SHEPHERD - FLUHARTY ELECTRIC CO. 





SEATED: H.A. Shepherd E. J. Fluharty 
STANDING: A. Gier, Mgr. Quotation Dept. C. J. Coath, Mgr. Lamp Dept. C.C. Vogel, Jr., Sales Mgr. 


electrical supply business under the 

name of Ernest J. Fluharty. In De- 
cember, 1906, H. A. Shepherd, who had 
been in the electrical supply business 
since 1892, and E. J. Fluharty became 
partners. Thus started the Shepherd- 
Fluharty Electric Co., of Baltimore, Md. 

In those early days their only em- 
ployes were C. J. Coath as store man 
and an errand boy. Mr. Coath is still 
with them and is now manager of the 
lamp department. They were then lo- 
cated at 346 N. Calvert St., and had ap- 
proximately 1,200 sq. ft. of floor space. 

They moved to 330 N. Calvert St. in 
1908 and took over a four story building 
having about 2,800 sq. ft. of floor space. 
Here they stayed until 1912 when they 
moved to 225 N. Calvert St., again in- 
creasing their floor space and facilities. 

C. C. Vogel came with this company 


[: 1901, E. J. Fluharty started an 











in 1924 as a salesman and now is sales 
manager. Albert Gier joined the organ- 
ization in 1925 as a store man and now 
is manager of the quotation dept. 

The company moved to its present lo- 
cation at 113 Water St., in 1926. Its 
warehouse is equipped with modern 
equipment and occupies more than 
12,000 sq. ft. of floor space or twelve 
times that occupied in 1906. The terri- 
tory served consists of Maryland and 
parts of Delaware, Pennsylvania, Vir- 
ginia and West Virginia. 

This organization has recently added 
to its lines a complete line of industrial 
power equipment making its electrical 
supply service most comprehensive. 
Another unique feature is that a mem- 
ber of its staff is an engineer and acts 
entirely as a consultant for its industrial 
customers. This company is doing a 
large business built on service. 
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Anaconda—safeguards 
quality from mine to 
consumer — provides a 
nationwide service, 
prompt, dependable 
and complete. 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
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IRING contractors everywhere have learned from 
experience that Anaconda Durabilt materials actu- 
ally speed up wiring jobs... that these quality materials 
are quicker and easier to install... that their use means 


satisfied customers and greater profits. 


The Anaconda Durabilt line is complete. It includes five 
well-known materials, all proved time-savers: Durawire, 
Duraflex, Duracord, Duraduct and Durax. Uniform quality 
results from the control by the Anaconda organization of 
every manufacturing process from ore to finished product. 


Stock Anaconda Durabilt products and offer them to your 
customers. Make selling easier in 1930 by handling the 


wiring materials that speed up wiring jobs! 


ANACONDA WIRE & CABLE COMPANY 
General Offices: 25 Broadway, NewYork 
Chicago Office: 111 Washington Street 
Sales Offices in Principal Cities 
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Publicity Methods 


that 


~ Assist SALES 


O me, it is plain as 
the “No’s” on a 
banker’s face that 


any favorable publicity 
assists sales. It, there- 
fore, remains for the ex- 
ecutive to determine the 
amount he can afford to 
expend and the method 
he wishes to employ. 

Personally, I am of the 
opinion that the use of di- 
rect-by-mail, good-will 
building letters—and 
plenty of them—is the 
proper publicity method 
for the distributor to use. 

My reasons for this 
recommendation are: 1. 
cost; 2. purpose; 3. meth- 
od, and 4. results. 

Let us discuss each in 
the order named. The cost 


of this form of advertising is elastic. You can spend 
practically any amount you wish, the total amount 
being based on the size of your mailing list. 

The complete cost of an average mailing of two 
thousand letters will usually run about $50 per mail- 
ing. This includes everything: Copy which is avail- 
able to you from many sources; stationery ; process- 


By F. W. GREUSEL 


President, G-Q Electric Co., Milwaukee 


The G-Q Electric Company 
of Milwaukee is a firm be- 
lrever in the value of direct- 
by-mail publicity efforts. 
In this article Mr. Greusel 
outlines the purpose, method 
and results of such a cam- 
paign and emphasizes its 
value to the electrical 
wholesaler 


tising. 


ing; addressing; mailing, 
and first-class postage. 
Always keep in mind that 
a letter worth mailing at 
all is worthy of first-class 
postage. 

Compare the cost of di- 
rect-by-mail advertising 
with the cost of newspa- 
per space. Bear in mind, 
at least as I see the pic- 
ture, that the distributor’s 
function is to gain and 
maintain profitable 
identity with his trade 
only. The _ responsi- 
bility for reaching the 
consumer market lies en- 
tirely with the manufac- 
turer—except, perhaps, in 
cases of certain special- 
ties where the distribu- 
tor’s cost is sufficiently 


attractive to permit some form of consumer adver- 


Direct-by-mail is sort of an orphan, resembling the 
character of Topsy in “Uncle Tom’s Cabin”—who 
claimed to have no parents whatever—“She just 
growed,” without any recognized sponsors. 

Direct-by-mail doesn’t enjoy the reputation that it 
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really deserves. Sometimes it’s mighty easy to get 
a reputation that you don’t deserve. Any married 
man will bear me out on this. A fellow can be as 
pure as the snow on a convent roof, and still—if he 
happens to stay at the office, taking inventory or 
something, ‘til two o’clock in the morning, his wife 
will ask a lot of questions. 

In a great many enterprises, direct-by-mail has 
proved its case. Certainly the big mail order houses 
are an outstanding example. 

In the case of our own company, we point with 
pride to an annual increase of volume, and credit this 
accomplishment to the efforts of our sales depart- 
ment, supported by 
our direct-by-mail 
publicity. 

The main purpose 
of frequent good- 
will letters, is to es- 
tablish between the 
distributor and _ his 
trade, a feeling of 
friendliness, and to 
gain identity. Then, 
when his representa- 
tive calls, he can 
busy himself at once 
on the task of sell- 
ing merchandise, 
eliminating the ne- 
cessity of telling 
who he is, and why. 

It is not necessary 
that direct-by-mail 
letters be sales let- 
ters in the strict 
sense of the word. 
As a matter of fact, 
our own letters car- 
ry little data regard- 
ing any particular item of merchandise. Such infor- 
mation, if considered necessary, can be included in the 
form of an insert, or can be provided by the salesman. 

Good-will letters of this type are particularly 
adapted to the merchandise distributor, because he 
represents a reputable merchant desiring to main- 
tain a constant cordial relationship with customer 
and prospect. 

It is out of the question to attempt to put a smile 
and a greeting into a newspaper, magazine, or trade 
paper advertisement—or on a billboard or car sign, 
but—you can put it into a letter, and the better you 
know your trade, the more cordial you can be. 

With the frequent calls made today by the dis- 
tributors’ salesmen, it is imperative that the execu- 
tive also have some identity with the trade, and for 
the busy man who lacks the time to make frequent, 
personal calls, the personal good-will letter is the 
next best medium. 

Direct-by-mail, good-will building letters, if prop- 
erly used will not permit a failure of purpose. 

I once knew a fellow who was a failure at every- 
thing he tackled until he invented a revolving door. 
That was the turning point in his career—and just 


F. W. Greusel 
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so will well directed publicity of this kind, used con- 
sistently and continuously, be the turning point for 
a distributor who desires increased volume and in- 
creased profits. 

Generally speaking, a letter—once a month, for- 
ever, will serve—principally because our business 
is not seasonable—and the purpose is to place your 
trade in a state of mind so that when they think of, 
or have need for any of your products, they will 
think of you. 

Your mailing list should cover your separate 
classes of trade and be confined of course, to those 
firms operating within your logical trading area. 

It should contain only names 

of those you know are actual 
prospects for what you have to 
sell, plus names of your present 
and past customers. It pays to 
take time to build up such a list 
and then—keep it up. 
It is just as important to contact 
your present desirable accounts, 
for it is reasonable to assume that 
your competitor is doing his best 
to relieve you of them. 

In referring to cost, I stated 
that copy is available to you 
from many sources. 

Most any of the manufacturers 
we represent will provide good 
copy without charge. 

Advertising, in my opinion, is 
nothing more or less than a series 
of impressions, made upon the 
mind of the buying public. 

You will still run across the in- 
dividual who will say “I don’t be- 
lieve in advertising” and yet you'll 
find the front of his store plas- 
tered with signs. 

The only business I ever heard of that can get 
along without advertising, is the Mint. The busi- 
ness man today, who does not advertise in some 
form or another, will do about as much business as 
a horse-fly in Detroit. 

Ned Jordan, who manufactures the Jordan auto- 
mobile, says that 85% of the great mass of people 
do not think for themselves—that they are influenced 
by suggestion. He claims, if you tell the average 
man something six times, he’ll believe it—provided 
it is fundamentally true. 

All the world today is constantly waiting for let- 
ters. This morning, tens of thousands of men and 
women were waiting for letters. You know how 
you go thru your mail. You know the effect a letter 
can have on you if it is the right kind of a letter. 

You may say—‘“Oh, yea, I get a lot of letters 
every day, and most of them go into the waste bas- 
ket.”—-Of course they do. No one expects you to 
save them.—But let me tell you something. Wheth- 
er you know it or not, each one of those letters has 
made an impression on your subconscious mind. 

If a sufficient number of impressions are made, the 
time will come when you have (Turn to Page 84) 
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Selling a Distribution 


Effective sales supervision requires 
reliable estimates indicating how 
much a salesman ought to sell in a 


(losts 


given territory during a given period. 


Here is a simple method of keeping 


such records 


HE profits of every concern ultimately depend 

upon the ability of the organization to market 

its goods and services advantageously. Un- 
less the sales function is performed efficiently and 
economically there can be no profit. This fact is 
amply illustrated by many concerns today having a 
large volume of sales and yet earning little or no 
profit. 

Control of selling and distribution costs neces- 
sitates a careful analysis of sales expenses in con- 
nection with the performance of the salesmen and 
other employes of the sales division for the purpose 
of establishing standards of performance which can 
be used for estimating future performance. Effec- 
tive sales supervision requires reliable estimates 
indicating how much a salesman ought to sell in a 
given territory during a given period and at what 
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By J.J. BERLINER 


Senior Member of The National Accounting Systems 


rates of expense to sales. In other words, standard 
costs should be determined in terms of volume of 
sales, so that reports can be constructed which 
show both actual and standard costs. 

Effective sales control depends upon appropriate 
records of various types of sales data and properly 
designed reports. For example, there should be 
statistical records. (1) relating to customers and 
prospects, with sales variously classified according 
to lines of products, territories, classes of buyers, 
etc.; and (2) records setting forth the performance 
of salesmen and other members of the sales force 
according to salesmen and_ sales districts or 
branches. 

Such records not only serve as a basis for se- 
lecting the most economical methods of distribu- 
tion, but also as a basis for compensating salesmen 
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and sales executives according to their productive- 
ness. On the basis of properly classified sales 
records, standards of performance which are essen- 
tial for making estimates can be developed. Eff- 
cient operation in every business organization 
depends primarily on the standards established for 
estimating costs. Until 
there are unit costs or 
standard rates expressed 
in percentage of sales, it 
is difficult to make esti- 
mates of sales expendi- 
ture and to check with 
any degree of accuracy 
performances of the sales- 
men and sales executives 
with estimates. This ap- 
plies to selling as well as to 
the distribution expense. 

The sales reports in any sizable organization may 
be divided into two major classes: 

1. Those relating to the salesmen used for the 
purpose of enforcing the sales and expense budgets, 
i. e., the salesman’s quota and his expenses. 

2. Those relating to the activities of sales 
branches as a whole and other sales organization 
units showing the sales manager and the chief ex- 
ecutive and budget committee how the sales divi- 
sion is performing. 

In the first class of reports are those which are 
made up for the general sales office and district of- 


This Is the Second in a 
Series of Articles on “Forms” 
Designed to Help the Jobber 
in His Record Systems 





fices indicating in detail the performance as follows: 
1. Actual sales and sales quota. 
2. Percent of sales quota. 

Expense and sales. 

Ratio of expenses to sales. 

Comparison of standard with actual expense. 

These reports should 
be made _ weekly or 
monthly as the conditions 
of the business warrant. 

The second class of re- 
ports should be made up 
and given to salesmen 
every two or three 
months showing in detail 
the total amount of pur- 
chases made by each cus- 
tomer. This gives the 
salesman an entire check 
on his customers and shows him why he fell short 
of making his quota. 

The effectiveness of sales reports depends to a 
large extent upon the form in which the data is 
presented. Regardless of the number and nature of 
the reports of any business, reports of sales and 
selling expense should be so constructed as to give 
the following facts: 

1. The actual and standard performance of the 
current period. 

2. A comparison of the current performance with 
the performance of past periods expressed in cumu- 

lative form. 
3. Where practicable unit cost figures 
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Ficuse 3. Customer's Daily Sales Record--Fiscal Year 














gieaae Bean 
192 “erritory No pets as 
eae STR GL toss |). oat) 
Commetities by hema Trade [Advertasio® A rowa: 
| Bees jf 


io'n1|s'e 2 MeO rors 
ax a 0 WH WS fe HE 1} 
teeth 























































































i bee | / ; “t, i 
P ' I 
Fievre # Customer Summary Sheet 















THE JOBBER’S SALESMAN 




























































Fuves @ Prospective Customer Card 






























































should be given which are set on a cumu- 
lative basis with the preceding periods. 

In order to appraise a salesman or a 
district office, it is necessary to have the 
actual sales and also the estimated figure 
or quota for the period. The same is true 
of expense items. 

Probably one of the most difficult 
standards to determine with any reason- 
able degree of accuracy is the standard 
of accomplishment for an average sales- 
man, i.e., just how many sales and at 
what cost, including salary and expenses, 































can be expected from a salesman of ordi- 





ct of Salesman’s Sales and Selling Expense 


Figuez @ Monthly Repe 





nary selling ability. Sales quotas, whether 
established scientifically or otherwise, are 
practically always based on the cost of 
obtaining sales in terms of salesman’s cost as well 
as in terms of other expenditures. If expenses are 
increased, a greater sales volume should be forth- 
coming. 

As the production capacity of a business is in- 
creased, the volume of sales must be increased also. 
Usually, salesmen’s territories are cut down and 
more intensive selling is done. 

When intensive selling is the established policy, 
the territories of the salesmen are smaller and the 
sales conditions in each are more uniform than 
when territories are large. 

Salesman’s Daily Report :— 

One very important source from which significant 
sales data can be obtained is the salesman’s daily 
report. This should give the number of calls he 
makes on customers and prospects with a fairly full 
account of pertinent facts pertaining to the pros- 
pect’s business. To save the salesman time, code 
expressions for certain lengthy replies to questions 
asked for on the report, may be adopted. If pos- 
sible, the report blank should be so designed that 
the answers to inquiries can be indicated with a 
check. A report summarizing the principal points 
relative to sales information would appear as shown 
in Figure 1. This shows among other things: 

1. The commodities sold by groups to various 
purchasers. 

2. The name and address of the dealers called on. 
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3. The number of accounts sold for the 
first time to date. 

4. Total number of orders received. 

5. Total number of calls made. 

A good method is to list the active and pros- 
pective accounts on different sheets, and to divide 
the salesman’s territory into zones, according to the 
length of the period intervening between calls. 

The active and prospective sheets for the various 
zones should be separated into different folders, and 
only one zone should be given to the salesman at a 
time. In other words, when the salesman reports 
to the sales office on Saturday or Monday morning, 
he should turn in the report for the zone he has 
just been working on and then receive the zone 
sheets for the coming week. 

This system furnishes a practical and accurate 
means of knowing how the salesman is spending 
his time and what accounts he has called on. By 
giving the salesman the names of buyers and pros- 
pective accounts covering one week’s work at a 
time, the salesman is prevented from jumping all 
over his territory and wasting time. In other words, 
he has a definite plan to follow. At the end of the 
month it is a simple matter to total the number of 
calls made on active and prospective accounts. 

Salesman’s Calls— 

From the salesman’s daily report his calls can be 
posted to another form as presented in Figure 2. 
This gives a complete record (Turn to Page 50) 
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EPPING up the 
salesmen and pep- 
ping up business 
all along the line—that’s 
the way that Listen- 
walter & Gough, Los 
Angeles, P. E. Gough, 
owner, makes _ things 
hum. And in some of 
the methods used by 
this electrical jobbing 
house in achieving a 
business of over $3,000,- 
000 a year there will 
unquestionably be found 
worth while ideas and 
suggestions that other 
jobbers can use with 
equally good result. 
First, though, let us 
look at a brief history 
of this concern. Founded 17 years ago, it now has 
80 employes and occupies 61,150 square feet of floor 
space. C. E. Listenwalter, who with Mr. Gough 
founded the firm, retired in July, 1928, when the 
latter bought him out. At the present time a plan 
is under way by means of which employes may 
acquire stock in the corporation. 
3usiness recently has been expanding so rapidly 
that additional space became necessary last year 
and a new building was just recently opened. 
In it are housed the executive offices and a new 
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‘‘New accounts are essenttal”’ 

says this Pacific Coast jobber, 

so he stimulates his men by means 
of contests on them 





The General Offices of the Company plies 


department, that of golf 
supplies. At the pres- 
ent time the different 
departments of the busi- 
ness and their ranking 
in yearly volume are as 
follows: First — supply 
department; second — 
radio; third — electric 
ranges; fourth—electric 
water heaters; fifth — 
cleaners and washing 
machines ; sixth—lamps; 
seventh—electric house- 
hold appliances; eighth 
—golf supplies, and 
ninth—phonograph_rec- 
ords. 

Of these the first de- 
partment, that of sup- 
contributes the 
greater bulk of the annual volume. Business in 
this department runs at the rate of over $2,000,000 
a year. 

But to get back to this matter of salesmen’s con- 
tests—that’s something else again and it is used 
with particularly satisfactory results by Listenwalter 
and Gough all the time. 

ach month there are two prizes offered sales- 
men. The first of these is for the largest number 
of new accounts opened during the month. And 
the second is for the largest order received from a 
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Below: The Range Display Room of 
This Active Pacific Coast Company 





new account. This means, of 
course, that it is altogether 
possible for one salesman to 
win both of the prizes in any one month and in 
other months, for that matter. And the result of 
conducting this new account contest each month in 
this way is to most effectively stimulate the sales- 
men in securing new customers all the time. 

The advantages in making the salesmen so alert 
on the new account proposition are many. 

In the first place, new accounts are the extra 
added push that puts the jobbing house over the 
top. They must be secured not only to take the 
places of older accounts which pass out for one 
reason or other, but get that added in- 
creased volume which is needed to take care of 
increased overhead and to show a profit. Relying 
simply on older accounts with no real effort put 
forth to get new business is bound to result in a 
slump in volume. 

Then, in the second place, what happens when 
the salesman has no incentive to step out and open 
up new business? He is apt to rely more and more 
heavily all the time on older accounts. He is apt 
to try, half-heartedly, for increased business through 
inducing older accounts to’ buy more from him. 


also to 
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Above: General Display Room With 
Counter Service in Background 


Contests Help 


LISTENWALTER and 
(GOUGH 


This is easy selling, of 
course, and it is effective up 
to a certain point but in 

time the salesman is apt to get into a rut and he 
gets to the point where it is impossible to induce 
older accounts to buy more from him. Then the 
salesman’s worth to the jobber decreases and the 
company and the salesman both suffer. 

Again, let a salesman go along without making 
any real effort for new business and he acquires 
something of an inferiority complex toward such 
business. He feels that he can’t do anything with 
so-and-so because of a supposed grievance. He 
thinks that some other prospect is all sewed up so 
there isn’t a chance. And so on. But stimulate 
him to constantly step out and try for more new 
accounts and it becomes easier for him all the time 
to do so, he becomes keener, more aggressive, more 
alert and more valuable to the company and to 
himself. 

These are the main reasons why these monthly 
new account contests of Listenwalter and Gough 
are so valuable to this firm and they are the rea- 
sons, too, why similar contests are proving equally 
worth while to other concerns. 

During the holiday selling (Turn to Page 81) 
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' , J ELL, fellows, I saw something the other day 
that reminded me of the most hilarious 
time I ever had in a baseball park. I mean 

the first time I saw a girls’ baseball team play against 


a nine of fellows. It happened 30 years ago when 
Rajah Hornsby and a lot of others were breaking out 
their first teeth, so you see a game between the sexes 
was a sensation. 

This game was more than a sensation—it was a 
riot. Of course the girls’ team was sort of picked 
at random and they would forget and play like it was 
Pussy In The Corner or Run, Sheep, Run. But what 
they lacked in baseball knowledge they made up in 
singleness of purpose. That is, they was all so well 
agreed on one thing they run the boys ragged before 
they was licked by a margin of 13 runs. 

It was this way. The gals would be in the field, 
with the boys batting. Maggie was the pitcher for 
the girls. Well, she would bend one over the heart 
of the pan, and whatever bozo was up would wallop 
it through the infield and one of the fair ones, being 
physically unable to get out of the way, would stop 
the pill with her tummy and a loud squeal of pain. 
Now, here’s the important part. Neither the one 
who blocked the kick or any of her seven fellow-suf- 
ferers knew what to do, but they all knew who could 
handle it. So they would all yell in chorus: “Throw 
it to Maggie!” And to Maggie it went, and, straight 
as a bullet Maggie would put it in the right glove 
and the ump would quit laughing long enough to 
holler: ‘“E-e-e-s-ou-u-u-t!” And Maggie was the 
hero all down the line, offensive and defensive. 

These gals might of been slow in figuring a field- 
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By Coir A, (DUKE) SMITH 


There’s one man in most every 
wholesale organization who is 
prepared to catch the questions 
thrown at him by co-workers and 
customers alike. Have you a 
‘“‘Maggie”’ in your organization? 


er’s choice, but they was plenty fast on their feet. 
They would get on base while the boys were laugh- 
ing and then Maggie, coaching at third, would boot 
"em home one after the other like Earl Sande riding a 
long shot. They couldn’t miss any of Maggie’s 
orders because she had swell lungs and a voice like 
Silk O’ Loughlin. 

Now, here’s what reminded me of this one-man 
female ball team. I was sitting in a jobber’s place, 
waiting to buy the president’s lunch, only I found 
out later he never eats lunch—he’s a Brahmin or 
something. Anyhow the mourner’s bench in this 
place is facing the city counter and I passed the time 
watching the lads wait on the customers. 

All of a sudden I noticed that there was a worn 
place in the floor in front of the center of the coun- 
ter. And when I say worn I mean it was as shiny 
as a bookkeeper’s pants, and for no reason at all ex- 
cept that thousands of customers’ feet had stood 
there and shuffled back and forth ’till the floor was so 
thin they should have a (Turn to Page 48) 
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prectate that fact 
By WILLIS PARKER 


HAT there is a close analogy between selling 

goods and conducting electricity from one 

terminal to another is the admission of A. C. 
Cornell, manager of the Denver distributing house 
of the Graybar Electrical Co. 

To conduct electricity from one pole to another, 
there must be a connection of some sort. The finer 
the quality of the material in the connection and 
the more firmly the connection at either terminal, 
the less resistance is offered to the passage of the 
current and the less energy is wasted. So, in sell- 
ing electrical goods and equipment, there must be 
a connecting link between salesman and customer. 
The finer the quality of this connecting link and 
the more firmly is it anchored at either end, the 
less resistance is offered to 
the passage of the sales argu- 
ments and the less energy is 
required to complete’ the 
transaction. Furthermore, as 
in the electrical world, so in 
the merchandising world, the 
customer is usually negative 
and the salesman usually posi- 
tive. 

One of the important sales 
resistance _re- 
ducing ele- 
ments to be 
included in the 
connecting link 
is that of keep- 
ing the trade 
supplied with 
interesting in- 
formation on 
new equip- 
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Service 1s one of the most important 
factors in selling goods. Sales Restst- 
ance can be materially broken down 
if the office force 1s trained to ap- 













H. W. Dye 
Credit and Service Manager 








ment, appliances 
and merchandise 
developed; their 
various uses and 
methods of in- 
stallation and application; and the results obtain- 
able by their use. Practically every electrical con- 
tractor-dealer is intensely interésted in newly 
developed equipment and merchandise. He may 
not have occasion to purchase it immediately or in 
the near future; but if his interest is sustained and 
satisfied by the information on new developments 
and which information is supplied him by the 
manufacturing and distribyting organization, it 1s 
conceivable that when he is in need of more de- 
tailed information relative to staple 
merchandise or equipment, he will 
be more than willing to consult the 
salesman who calls upon him, or 
the house, regarding it. Sales re- 
sistance, then, is reduced by keep- 
ing interest up. 

Another sales resistance reduc- 
tion agent is inculcating in the 
minds of the members of the whole 
organization, from sales manager 
down to the office boy, the idea 
that they are all selling goods, re- 
gardless of the nature of their ac- 
tual work. As Mr. Cornell ex- 
plained: 

“Our credit manager is a sales- 
man; our shipping clerk is a sales- 
man; our warehouse foreman is a 
salesman; and the same is true of 
the file clerk, the bookkeepers, the 
voucher clerk, or telephone girl, 


A. C. Cornell 
Megr., Graybar Electric Co., Denver 
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P. V. Black 


Accountant 





etc. In fact every 
member of our 
office, warehouse, 
and sales fotce are 
salesmen. 

“While it is true that not all of the office and 
warehouse employes have had selling experience on 
the road, still, they handle their tasks from the 
salesman’s point of view, which is that goods must 
be shipped promptly and the customer given good 
service. 

“The purchase of appliances and merchandise is 
governed largely by the possibilities of rapid turn- 


over. The same thing applies to equipment and 
supplies. For example: The contractor-dealer ob- 


tains the contract of wiring a house. He may not 
carry enough material in his own shop to accom- 
plish the job and must order it. He cannot get 
his money from the customer until he knows what 
the material is costing him so that he may bill the 
customer. Hence it is good salesmanship to give 
the dealer a statement immediately, for, the sooner 
does he know his prices and bills his customer, the 
sooner will he be able to collect the account and 
pay us. 

“The office people who deal with making out the 
shipping invoices, and other details of the transac- 
tion, are trained to accuracy in these matters so 
that delays will not occur or mistakes be made. 
The filing clerk, even, must consider the selling 
angle of all correspondence and records which he 
files, for it is im- 
portant, sometimes, 
that we be able to 
hands 
when 
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L. A. Johnson 
Order Editor 





Left: Alvina Renken 
Relief Telephone Operator 


Right: Helen Batts 
Telephone Operator 















we want them. 

“In the shipping 
room and_ the 
warehouse, quick 
and accurate handling of the merchandise is good 
salesmanship and a sales resistance reducing agent. 
It would be good business to send the warehouse 
man over the territory to call upon the trade, be- 
come better acquainted with each and every one 
of our customers, learn from them the weaknesses 
of the warehouse department. Service is one of 
the most important factors in selling goods. 

“The most important sales person in our organ- 
ization is the person who presides over the tele- 
phone desk. The second most important sales 
person is the credit manager. 

“When it comes to hiring many of the other 
employes of our organization, I permit department 
heads to do so, but when it comes to employing 
a telephone operator, I do that myself because I 
think it is most important to have an operator who 
can properly handle incoming calls, keep custom- 
ers from becoming impatient and get the customer 
connected with the right member of our organiza- 
tion. 

“A delay of a few seconds in a telephone con- 
versation usually seems like minutes, and minutes 
delay seems like hours, Every person who calls in, 
must be given immediate attention. It is quite 
likely that the customer does not know whom he 
consult, 



















wishes to 
but the telephone 
operator must be 
keen enough to 
(Turn to Page 62) 
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Shipping Clerk 
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‘*Tdeas are the keys that unlock 


big men’s doors’’ 


Says Bruce Barton 


OU ASK me how you can get yourself a better 
job. My answer is that you can’t. 

All over the country are millions of young 
men who, in a vague sort of way, want a better job: 
and here and there among them are the worth-while 
few who want the better job. 

And: the millions wonder why the few move on, 
while they stand stationary year after year. 

You must, first of all, pick out the better job— 
some particular job that is better than yours. Then 
train your guns on that and capture it. 

You tell me that you are a bookkeeper and that you 
arn $25 a week. 

I know certified public accountants who earn $10,000 
a year and more. 

If I were a bookkeeper earning $25 a week, I should 
go out for a public accountant’s job. I might die on 
the road, but whoever found my body would notice 
that my face was toward the summit. 

Second: You can never make anybody pay you 
more money until you have more to sell. 

I can advertise in a newspaper tomorrow morning 
and have a hundred bright young men here at eight 
o’clock. Each one will have just as much to offer me 
as you have; the same two years of high school; the 
same experience in keeping books; the same good 
record. Every one of them will be willing to work 
for $25, and some of them for $18. 


Bn only way you can lift yourself out of that $25 
class is by giving yourself an equipment that the 
rest of the fellows in that class do not have. In other 
words, by study—by education—by specialized training. 

Third: When you have picked out the one particu- 
lar better job that you want, when you have fitted 
yourself for it, then be careful of your letter of 
application. 

Your letter is your representative. For 
sake, if you have in you any spark of originality that 


heaven's 


Keys to swe Better Job 





Harris & Ewing 


other men have not, make your letter a tiny bit differ- 


ent from the other letters that the other men will 
write. 
Fourth: I receive many letters of application. In 


one form or another, they usually say something like 
this: “I want a better job: I am thinking of getting 
married’; or, “I have a mother to support”; or, “I 
have been three years in this place without a raise 
and see no future.” 

All of which interests me not at all. 

For when it comes to spending my employer's 
money I am fundamentally selfish. 


UCH as I should like to give jobs to all the young 
men who have mothers to support, or who see no 
future where they are, I can not do it. 

The only letter that I read with interest is the letter 
of the young man who has studied my business and 
who points out to me how I can make more money 
for my employer by employing him. 

One of the biggest business men I know said to 
me: “I have private secretaries to relieve me of many 
details ; but one detail I never delegate: 

“IT make it a rule to see all applicants for positions.” 

Why did he have that rule? Because his business, 
and every business in America, is built on youth, 
enthusiasm, and ideas. And any applicant may bring 
him an idea that would be worth thousands of dollars. 

Ideas are the keys that unlock big men’s doors. 

When you have fitted yourself for the better job, 
let your letter of application contain an idea. 


©McClure Newspaper Syndicate 
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W. H. Vicetr 


President, Northland Electric Supply Co. 
Minneapolis 


of W. H. Vilett’s early days, inasmuch as 
they were spent among the rough-and-ready 
he-men of the Wisconsin forests. This is the kind 
of a start that means plenty of hard work and dan- 
ger, but at the same time it builds character by mak- 
ing a fellow healthy, self-reliant and resourceful. 
Our subject’s first experience at a regular job 
came at the age of 16, when he worked in what was 
called the “shingle-weaving” department of a saw- 
mill, where the shingles were cut, trimmed and fin- 
ished. He worked at this during two summer 
vacations between school terms. The hours were 
from seven A. M. to six P. M., 
with lunch from the well- 
known dinner bucket and 
wages of $13.00 per month. 
His next job, secured 
through acquaintance with 
some men on the railroad, was 
with a gang engaged in re-lay- 
ing steel—the business of put- 
ting 80 pound rails in place of 
lighter ones. His particular 
work was bolting, placing 
and fastening the plates which 
hold two rails together. He did 
this for three summer seasons. 
The three winters of these 
years were spent in the woods. 
During the first he was away 
out in the forest making roads. 
The second found him acting 
as handy man around the 
boarding-house which housed 
the employees of a large saw- 
mill. The third winter he was 
assistant cook in a_ lumber 
camp, that is, up to the last 
three months. Then the cook 
was transferred to another 
camp and young Vilett, much 
against his will was literally 


, \HERE is a Jack London touch in the story 








16 


You Should Know 


H. Vilett has always been 

e a good hand at financing. 

He does not give up easily and 
can see quickly through any fi- 
nancial problem which comes up. 
And, by the same token, he is good 
at finding a quick solution, whether 
it be for the benefit of his own con- 
cern or to help a customer over a 
bad spot. There are many ways 
of handling these situations in the 
wholesale electrical business and 
in many cases it is difficult to pro- 
pose a settlement that will be fair 
to all concerned. Mr. Vitlett, 
however, seems to get down to brass 
tacks 1n each individual transac- was safely on his 
tion and 1s able to prescribe in a 
manner satisfactory to both sides. 


This is number 117 in our 
series of sketches of prominent 
wholesalers 


forced to accept promotion to the job of head cook. 
He frankly admits that his first pies and doughnuts 
had the textile strength of Timken bearings. How- 
ever, he must have made good in a hurry, as he fin- 
ished the season safe and sound, with another 
unique experience tucked away. 

Of course Mr. Vilett had never had any intention 
of messing around with logs all his life—he had been 
biding his time and doing a lot of thinking. His 
natural bent was finance and, no matter how long it 
took, he was going to be a business man. So, at the 
age of 19, he migrated to Minneapolis and took a 
business college course, starting with bookkeeping. 
With this training thoroughly absorbed, he went to 
Duluth, taking a job as clerk in the American Dis- 
trict Telegraph office. 

W. L. Seaton was manager of this office, and it 
was here that the electrical germ attacked Mr. Vilett, 
with wholly satisfactory results. When he had put 
in three years serv- 
ice, the Western 
Union people bought 
the A. D. T. inter- 


A Good ests. Messrs. Vilett 
Financial Man 


and Seaton, having 
become fast friends, 
promptly formed a 
partnership and 





went into the elec- 
trical contracting 
business, calling 
their firm the Zenith 
City Electric Co. 
About two years 
later the above com- 
pany was merged 
with the Northern 
Electric Co., of Du- 
luth. After the con- 
solidation the firm 
decided to expand 
and went into whole- 
saling in addition to 
construction and the 
manufacturing of fix- 
tures. Mr. Vilett 


way to bigger busi- 
(Turn to Page 46) 








THE JOBBER’S SALESMAN 













J Aj 





W. H. Vilett 


President, Northland Electric Supply Co., Minneapolis 
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BELIEF THAT THE SALESMAN OF THI 


News in Views of the Day 
New Baird Television 


The first actual pictures of the new 


NDED ON THE 


Below: 
Baird television apparatus made during the ex- 
hibition of the Baird Television at the Olympia 
Wireless Exhibition. Photo shows a view of the 
control room showing the television transmitter, 
on right, and various wireless units connected 


therewith can be seen.—Wide World Photo 
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Above: Miss Helen Flint is 
playing a tune on her uke’ while 
seated on the type of radio 
compass used on modern ocean 
liners.—Underwood Photo. 





“Electric Ear” Picks Up Sound From 
Wind-driven Siren 


The device which is making airports 
It is the “Electric Ear 


The Alystery Radio 
What is said to be the first fund: Above: | cs haul 
change in the history of radio is the recent Sater for night paces at << a 
on of a revolutionary new circuit and which recently picked up the scream of a wind- 
tube by Dr. Alger S. Riggs, 29-vear-old driven siren from the air and turned on the 
Carolina scientist. Scientific investigators 24,000,000 candlepower floodlighting system at 
: ing ge é : ; 2 
declared that Dr. Riggs has introduced an the Newark Airport.—Underwood Photo. 
ly new method of detection and amplifica 
1 the Government has granted him about 
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Knife-blade type Union Re- 
newable Fuse. Note the simple 
design and rugged construc- 
tion. Also that the link is 
notched for quick renewal. 


























HEN machines stand idle because of a “blown” fuse, you realize forcibly 
the value of using a fuse that can be renewed quickly. Union Renewable 
Fuses are designed with “‘quick renewability” foremost in mind. 

The new ferrule type is declared by users to be the simplest and easiest to 
renew of all ferrule type fuses. It has but three parts . .. two end caps and a 
casing ... besides the renewable link. The link is supplied bent at one end, 
automatically adjusting the length and assuring perfect fit. 

The knife-blade type is just as easy to renew. It is simple in design and has 
but few parts. The fusible link is notched at both ends and can be replaced 
when studs are only slightly loosened. 

Both of these types of Union Renewable Fuses have casings vented by an 
exclusive method to relieve the pressure generated by blowing. They with- 
stand blowout after blowout without injury to any of the parts. 

Other Union advantages are fully explained in Catalog No. 33. The Union 















tT New ferrule type Union Re- Fuse Selection Chart, which will be sent to you free, shows at a glance the 
newable Fuse. Note the few proper fuse for low cost protection of all motors. Write for both. We shall be 
parts and lack of loose washers - P ‘ 
—all of which makes for glad to tell you which wholesalers handle Union Renewable Fuses in your 
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JEFFERSON ELECTRIC COMPANY 


1519 West 15th Street Chicago, I1l. - 
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“THANK YOU” 
for 1929 


TO THE ELECTRICAL SUPPLY JOBBERS 
AND SALESMEN 


rT 








May we take this opportunity to thank 
you for the co-operation and enthusiasm 
shown during 1929 in helping us establish 
Stanley Electric tools in your markets. 


During 1930 it is our intention to constantly improve 
and enlarge our line so that in Stanley Electric Tools you 
will be able to offer your customers one of the longest 
and most complete lines of Electric Tools on the market. 











Your contacts with the Electrical Contractor and the 
Industrial Plant will prove of intense value for the 
distribution of Stanley Electric Tools, with resulting 
profits to you. 


A fine product, a liberal dealer policy, a margin of 
profit fair to everyone and a well organized advertising 
program to your prospective customers will go far to 
build up a substantial volume of business for the Supply 
Jobber who pushes Stanley Electric Tools during 1930. 




















Let’s make 1930 a year of high records. 
We will do our share to help. 


THE STANLEY RULE AND LEVEL PLANT 


New Britain, Connecticut 
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ANNOUNCING 





A GREAT NEW IDEA IN FANS 


fan that is in step with the times. You can 
corral the fan business with it this summer. It 
will be heavily advertised all through the con- 
sumer selling season in The Saturday Evening 
Post, America’s most sales-productive mag- 


Robbins & Myers present the modern electric 
fan for up-to-date homes and offices—and 
wide-awake dealers: the new R&M GO. A fan 
with a brand-new sales appeal—good looks! 
A shapely, decorative fan, finished through- 
out in rich bronze or beautiful 





sage green to harmonize with 
fine furniture and lovely rooms. 
A fan so attractive it will sell 
itself! The R&M name guar- 
antees its excellence in perform- 
ance and construction. 


The R&M GO is the electric 








id e ? 
“Biddy 
Another new R&M 
profit - maker — an 
electrically oper- 
ated kitchen con- 
venience that ex- 
tracts fruit juices, 
beats eggs, whips 
cream, etc. Sturdy 
and substantial. A 
real sellerat $14.95 











HAND AND ELECTR 





Robbins & Myers 


Fans and Motors ~ 


HOISTS 















The R&M GO 
RETAIL PRICE 
$14.00 


azine. Order now to secure pri- 
ority in shipments—you want to 
be first with this great new fan. 
ROBBINS & MYERS, INC. 
Springfield, O. Brantford, Ont. 
P. S. Don’t forget you'll need a 
stock of those good R& M stand- 
ard type desk and oscillating fans 
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Dancing by Search-Lights 


Girls of the Kosloff ballet dance to the 
evleam of fire-fighters’ search-lights creating 
grotesque patterns of shadows hard to 
realize on the beautiful Palace of the Le- 
gion of Honor in San Francisco, where the 
National Exhibition of American Sculpture 
is being held. The search-light truck is 
used by the San Francisco fire dept. for 


night fire fighting Wide World Photo 
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/ Sco 4 ntributes / / lght's Golden Jubilee eee 
© LABORATORY 
Fhomas Edison in his Menlo Park laboratory 
work on the invention of the incandescent 7 ? 
lamp, was the subject of a window display at the ‘ 21 
Esco Electric Supply Co., Albany, N. Y., which ' —<— 
attracted wide attention during the observance 
of Light’s Golden Jubilee Che display showed 
a corner of the workshop and was perfected 
after months of research by S. R. Hommell 
Everything was true to the minutest detail 
Edison was shown in a characteristic pose, bent 
wer the work bench. Strewed about him were 
oils and crude electrical devices, broken lamps, 
odd shaped lamps, fragments of miscellaneous 


filament materials which Edison used, and the 


mercury device utilized by Edison to withdraw 
the air trom the lamps. The hat of the “wizard 
of electricity” hangs on a peg on the wall. On 
the floor is a copy of a newspaper of fifty years 
ago announcing the details of the invention. On 
his right is an exact reproduction of the dynamo 
which generated current for the original lamp 
Chis dynamo is now in the Smithsonian institute 
and the original is part of Henry Ford’s museum 
of Americana at Dearborn, Mich. 
Pittsburgh Lights Up 

One of the cities which spared no expense in 
making “Light’s Golden Jubilee” a success was 
Pittsburgh. The city was brilliantly illuminated 
on the night of October 21, even the bridges 


spanning the two rivers came in for their share 

of attention. One of the features of the cele- 

bration was a huge parade consisting of floats 

designed for the occasion. The Pittsburgh Re- 

flector Co. entered a float which, because 

of its beauty and appropriateness, won the prize 

in division “A”. The lighting was in changing 

colors, this probably being the first time such PRON ’ . st tars Ma a 
lighting has been attempted on a portable object Let 8 ah iB reAR eo 1¥ 
The central figure was the “Goddess of Light” ‘] ne SEBO ie Sis EUEG POR: COMPANY 
carrying a torch. Two women-in-waiting were i i , . 

stationed behind her. The Goddess herself was 

draped in silver cloth on which was _ sprayed 

changing colors of red, amber, green and blue 

A total of 163 individual lighting units were 

distributed about the float, the total connected 

load being 11 kw 
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The 
“Royal 
Princess" 



























































the newest member of the 


famous Royal Standard family 


As beautiful in appearance as the 
name implies, the “Royal Princess” 
is destined to duplicate the popular- 
ity of the “Royal Standard” and 
the “Royal Queen” — representing 
an entirely new thought in electric 


range design and construction. 
SL 


True to tradition, this newest meim- 
ber of the Royal family presents the 
same pleasing streamline design, free 
from obstruction — an eflect which 
i$ heightened by concealed door 
hinges and absence of visible bolt- 
heads ba foe Recessed burners per- 
mit full use of the roomy Oven space. 


Oven is, of course, completely lined 


with heavy aluminum. ee The 


“Royal Princess” is especially de- 
signed for maximum cooking effi- 
ciency in a range of compact size. 
Roomy cooking top, with three hot- 
plates, and appliance receptacle 
conveniently located at the side. 
Available completely automatic, or 


with temperature control, or non- 


automatic We oe « Simplified wiring 
—a distinctive achievement in the 
“Roy al” series— practically elimin- 
ates servicing. “oe Standard now con- 
trols all processes of manufacture, 
including porcelain enameling. More 
~~ 
than ever — “Standard” quality ts 
never questioned. o«@s The “Royal 
Princess” is the newest exemplifica- 
tion of Standard quality manufac- 


ee Write today 


for complete specifications and prices. 


turing principles. e 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 


Gj 


Electric Ranges 
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Wembly By Night 

\ view showing the illu- 
mination of the Palace of 
Industry at Wembly, Eng- 
land. Foreign countries are 
keeping pace with us_ in 
floodlighting their buildings. 


jun! ALi i iia @ 


San Francisco's Tribute to Edison 

Right: Market Street in San Francisco be ’ i MD ES aes | 
came the West’s great white way in honor of of vue 
Thomas A. Edison. The building on the right 1 =. OT io os saan ta 
was bathed in deep red flood lights while at : : Se. ee . 
the foot of the street the famous Ferry build- “yj : : Sa 
ing was a giant white candle tipped with bril 
liant red light. 





In Honor of the Fascisti 
March on Rome 


> pa *¢ “di 3= he, Se Lett: Photo shows the 
lj ji A j : E : Colosseum in Rome illumi- 

i ; / nated on the cbservance of 
the seventh anniversary of the 
Fascisti March on Rome by 
Mussolini and his army of 
black-shirts—Wide World 


Photos. 
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FoR EVERY 
PURPOSE 
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PEIRCE SECONDARY RACKS 


Have Been Designed to Fill 
Every Requirement for 
Secondary Distribution 


SOME ADVANTAGES OF PEIRCE 
RACKS 


A Clean, Heavy Coat of Galvanizing 
Heavy Construction Throughout 


Exact Spacing Permitting Uniform 
Sag 


Furnished with Presteel “U” Points for 
light lines, Riveted Points for Heavy 
Secondaries and in the “Electroweld” 
Style, the strongest Rack for its Weight 
ever produced. 


Sold Exclusively Through the Jobber 
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PITTS BURGH ” OAKLAND, CAL.* CHICAGO 
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Jobber Salesman 


W. J. McLAUGHLIN, £ditor 


A New Angle 


on Simplification 


T IS to be deplored that the National Elec- 

trical Wholesalers Association and the Radio 

Wholesalers Association do not take cog- 
nizance of the current movement toward simplifi- 
cation practices and apply such movement to 
their own activities. 

The Radio Wholesalers Association was or- 
ganized for one purpose only—to look after the 
interests of the wholesaler of radio products and 
an organization was set up with a generous 
budget to foster and to promote that purpose. 
So far, the results secured by the tube and traf- 
fic committees alone have proved the necessity 
for such a grouping of the radio industry. 

The National Electrical Wholesalers Associa- 
tion, organized years before radio was even con- 
sidered as a possibility, has had a similar set-up 
in the electrical industry, but with the coming 
of radio another problem has been introduced. 

Approximately 200 of its members are R.C.A. 
and Graybar distributors. Approximately 90 of 
its members are independent distributors. The 
total being a most important percentage of the 
entire membership. Naturally, therefore, a radio 
committee or radio division was formed. 

Here, however, is where the simplification 
idea enters into the picture. On the one hand 
we have an association definitely committed to 
one task—the betterment of radio wholesaling. 
On the other hand, we have a committee or a 
division, if you please, doing the same work. A 
study made of the work being undertaken by 
the division as compared to the work accom- 
plished by the association proves most definitely 
that the activities are out of step. Such matters 
as (to mention a few) traffic, tubes, financing, 
stamped sets, and testing have already been 








cleared up so far as the Radio Wholesalers As- 
sociation is concerned, and it is hardly likely 
that any conclusions to be drawn by the radio 
division of the N.E.W.A. will be at a variance 
with those of the Radio Wholesalers Association. 

To put the matter bluntly, the radio division 
of the N.E.W.A. could be told right now what 
their percentage will be on the amount of 
stamped sets sold as compared to the total vol- 
ume of business. They could be told also that 
their conclusion will be that financing is some- 
thing which must be left in the hands of the 
individual wholesaler. In view of a pending 
wrangle over the tube situation (pending until 
someone lights a match), their report should 
contain the advice “let the matter rest.” They 
will report that testing laboratories are available 
which will make arrangements for testing sets 
for members at a special price, and so on down 
the line. 

What we are getting at is this. There is 
money and time being spent on this research work 
which could be materially reduced by the simple 
expedient of exchanging confidences. ‘There is 
no doubt but that both associations are fully 
capable of “going it alone,” but why do so when 
it is obvious that a field does not have to be 
ploughed twice by different farmers to grow the 
same crop. 

The Radio Wholesalers Association, in the page 
assigned to it in THE JopBEr’s SALESMAN, has 
freely reported the results of its various committee 
activities and while we do not presume to 
say what the N.E.W.A. should do on radio 
matters, we do suggest that either emissaries 
be appointed by both associations to ex- 
change ideas, or that the radio division of the 
N.E.W.A. study fully the reports made by the 
R.W.A. in the columns of THE JoBBER’s SALES’ 
MAN each month. 

If we presume that the radio division of the 
N.E.W.A. concludes speakers are coming back, 
or there will be an increase in demand for cabinet 
models, and requests representatives of the 
R.M.A or N.E.M.A. to prepare for such busi- 
ness, and if on the other hand, the R.W.A. re 
ports, as it does, that speakers are definitely “out” 
and that the manufacturing of cabinet models is 
the manufacturer’s problem and not theirs, how 
are the subjects to be settled? We cannot resort 


THE JOBBER’S SALESMAN 











to the flip of a coin. THE JopBer’s SALESMAN 
urges both associations to give some thought to 
this subject. 


Selective 
Selling 


(>= of the major topics of interest to the 
wholesaler today is that of selective selling. 
It now appears that a great many of us got off 
on the wrong foot by confusing volume with 
profit. It is not so long ago that the number of 
customers, combined with sales and lines of mer- 
chandise carried, all thought of in terms of 
volume, was the goal of wholesalers. Then a 
few of the wiser ones injected pins into them- 
selves to see if they were really awake. 

Surveys were made in various wholesaling in- 
dustries by those who felt the prick of the pin 
and the results proved that many were suffering 
from “Volumitis,” a, disease evidencing itself in 
volume, both in territory and customers, appear’ 
ing as a liability. 

The first point to consider in selective selling 
is, therefore, ““How small can an account be and 
still be profitable?” One wholesaler in the hard- 
ware field has concluded that he would have to 
base it on one $25 order per month, or two $20 
orders per month or three $15 orders per month. 
Looking at it annually, an account of $300 per 
year would have to consist of $25 orders. An 
account of $15 a month would have to total 
$540 annually. 

With that factor in mind, he cut his number 
of customers from 1,464 to 734, eliminating 730 
customers representing unprofitable business. 

The second point to consider in selective sell- 
ing is “How much territory should we cover?” 
The wholesaler quoted above found that with 
hardly an exception those listed as non-profitable 
were either non-hardware accounts or accounts 
in territories where other wholesalers could give 
better service. And, the selling costs on such 
accounts ranged from eight to 16 per cent. 

The result of this analysis was the elimination 
of onetthird of the territory covered. Combine 
this with the elimination of one-half of the cus- 
tomers on the books, and you have a pretty 
drastic change. The ultimate test of such a 
policy rested, however, in the auditor’s report 
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which proved, beyond a question of a doubt, the 
excellent judgment used, for each year since the 
step was taken, the report has shown an increase 
in operating profits. 

We strongly urge every wholesaler to give 
serious consideration to the subject of “Selective 
Selling.” While it is true that considerable 
progress has been made in reducing the terri 
tories covered, there is not sufficient study being 
made on profitable accounts. One of the stum- 
bling blocks is the “old friend” type of customer 
who continues to buy from the house regardless 
of his own inconvenience. Servicing and con- 
tacting this kind of customer may be admirable 
sentiment but it is not good business. 

“Selective Selling” should be one of the first 
problems tackled by the electrical wholesaling 
industry in 1930. 


Let's Turn a 
Few Pages 


OOKING back over the pages of 1929 we 
L find that considerable developments in the 
field of wiring methods came to a head. 

The new A.B.C. armored cable, while an- 
nounced late in 1928, actually swung into pro- 
duction in 1929 and during the year replaced all 
other forms of armored cable. 

Thin wall conduit made its appearance, en- 
trance switches were produced complete with 
small circuit breakers, grounding requirements 
brought out a number of devices for better bend- 
ing of cables to boxes, and non-metallic flexible 
cable introduced a third wire for grounding pur- 
poses necessitating proper box fittings. 

In specialized wiring, particularly as applied to 
radio, sound and theatre we have seen many im- 
provements. 

The greatest progress, however, has been in 
connection with industrial plant wiring to secure 
maximum flexibility and ease of changing machine 
location. A number of such overhead industrial 
distribution systems were introduced last year. 

In these developments we have a great deal to 
offer our contractors and it is hoped that during 
1930, jobbers’ salesmen will continue to do 
their part in bringing such improvements before 
the attention of their customers in the wiring 


field. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 


























COMMODITY 





EASTERN STATES* 


CENTRAL STATES* 














WESTERN STATES* 








MARKET PRICES MARKET PRICES MARKET PRICES 
Nov. 15 to General Nov. 15 to General Nov. 15 to General 
Dec. 15 Trend Dec. 15 Trend Dec. 15 Trend 











Transformers, insulators, distribution 
equipment 














Poles and pole-line hardware 





Switchboards and accessories 





Motors and control apparatus .......... 
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Wiring devices 
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Conduit and fittings 
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Commercial lighting units .............. 





Residential lighting units 
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Good | Fair | Poor || Good | Fair | Poor || Good | Fair | Poor 
‘ | 
Nov. 15—Dec. 15, 1929........-.----+++--| 26% | (48% | 26% || 27% | 47% | 26% || 32% | 42% 26% 
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Same Period Year Ago........+ss0se00. 36% | 41%, | 23% '| 33% 43% 24% 32% 49% 19% 

















*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States include all between. 
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The business builder which 


Advantages of C-H “Standard 


Duty” Type C Switch 


(Bulletin 4131) 


Quick make and quick break pre- 
vents burning of contacts, gives far 
iengee life. Molded crack-proof base. 

Rugged, careful construction. Small 
case yet easy to wire. Removable 
hovel to prevent tampering. Six 
sizes, from 30 to 400 amps. 250 and 
600 volts. 





Advantages of C-H Universal 


Meter Service Switches 
(Bulletin 4311 H1) 


First standard device offering eco- 
nomical provision for branch cir- 
cuits. Compact switchblock combines 
enclosed sealed main fuse and ex- 
posed accessible branch fuses in one 
unit. One or two blade types for two 
or three wire installations. Circuit 
dead fuse type. Connections con- 
veniently located. 











costs you nothing 


ATERIALS which add to your reputation, help your business 

to grow. Poor materials, or materials without a reputation, 
are a “dead weight.” They hinder your efforts toward success 
... may even be responsible for a failure. Good materials, known 
everywhere for their satisfactory performance, help you build 
business .. . and cost no more. 


Cutler-Hammer “Standard Duty” Type C Safety Switches, for 
example, give a new prospect confidence in your ability. He 
is quick to believe that a contractor who handles switches as 
widely known as these is a man of experience... a man who can 
be relied upon for satisfactory work. You lose no time in intro- 
ducing and “selling” these switches—that has already been 
done for you. 


You can count on C-H Standard Duty Switches to safeguard 
your reputation . . . by their performance. Quick make and 
quick break, they reduce arcing, eliminate slow burning . 
give long years of service at low maintenance costs. They are 
well-designed, ruggedly constructed, of high-grade materials. 


The Cutler-Hammer Line includes safety and meter Service 
Switches of every type and size. You can secure them from re- 
liable wholesalers. Write to us for a catalog. 


CUTLER-HAMMER, Inc. 


Trumbull-Vanderpoel Electric Mfg. Co., Inc. 
Subsidiary 


1308 St. Paul Avenue 
MILWAUKEE - WISCONSIN 


























Advantages of C-H Light 
Duty Entrance Switch 


(Bulletin 4141) 
“Standard Reap Tae C design 


and construction. Smaller in size, 
ample wiring space. Smaller switch 
bases. Quick break to reduce arcing 
and prolong life. Plug fuse or 
cartridge fuse type. 21 sizes, from 
30 to 100 amperes, 125 and 250 
volts. Low price. 


CUTLER HAMMER 











High Quality Safety Sw ches for Every Se 
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pe ALIZING 
As told by 
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“W/F often work months on problems 
which are far away from the old 
idea of a contractor’s work,” says Mr. Benj. 
Olsen, President of Henry Newgard & Co., 
the oldest exclusive electrical contractors 
in Chicago, and one of the largest in the 
country. 


“There is such a job now,” he continued, 
“a job which I believe is one of the most 
difficult ever encountered by a contractor. 
We know what we want to give the cus- 
tomer, but ow is the problem. We intend 
to solve it by giving a better installation 
than the customer expects. 


“Another interesting example of what I 
mean by extra business-building service 
occurred some years ago. A manufacturing 
plant planned improvements... had secured 
plans from equipment manufacturers. We 


Mr. Benj. Olsen, president of Henry Newgard 
& Co., has been with that organization for 
over forty years. He began as a messenger boy 
when, to use his own expression, he was “‘so short 
that he had to stand on a box to answer the 
telephone.” 

Clear-thinking, broad-visioned, Mr. Olsen is a 
master at holding the confidence of both his cus- 
tomers and the members of his organization. 
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sat in as judge... added our experience... 
and did the job to the permanent satis- 
faction of our customer. 


“Sometimes we go so far as to design 
special apparatus and have it made to order, 
possibly to be used only once. For example, 
a certain prominent Chicagoan is arrang- 
ing his apartment in such a de luxe fashion 
that stock wiring devices will not fit the 
scheme in many Cases. 

“His daughter’s room will cost approxi- 
mately $30,000, total . .. and it is the 
ultimate in modernistic beauty as well as 
luxury. The unusual electrical refinements 
and conveniences we expect to give this 
room demand original thought. 

“And this extra service pays. We have 
one customer whose work we have 
handled since we started in business 
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Chicago 5 Oldest Electrical 


Contractors 


in 1882 ...and several we have had 
for 40 years or more. Our men, too, 
stay with us... even our outside 
men... fully 25% of whom have been 
with us 20 years or more.” 


oro vevree = 


Mr. Olsen’s high opinion of Cutler- 
Hammer Wiring Devices is shown by 
the fact that he uses them. As you build 
business and goodwill by giving 
architects and builders more help than 
they expect, hold what you gain by 
using C-H Wiring Devices ...a line 
that everybody trusts . . . a line that 
assures a permanently-right job of 
wiring. You can secure C-H Devices 
for all requirements from reliable 
jobbers. 


CUTLER-HAMMER, Inc. 
Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE - WISCONSIN 

















Mr. S. A. Grimblot, Vice President of Henry 
Newgard & Co., one of the largest electrical con- 
tractors in the country and the oldest in Chicago. 











In the belief that the wholesaler is benefited most by advertising which teaches 
better business methods to his customers, the Cutler-Hammer campaign, of which 
this advertisement is a part, will give the experiences of leading contractors in build- 
ing and holding business, using methods always advocated by Cutler-Hammer, Inc. 
It appears steadily in Electrical Record and Electrical Contracting. 
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C-H Catalog 7261 Toggle Flush 
Switches handle all lamps, including gas- 
filled bulbs. Built shallow, they are con- 
venient to install in any standard box. 
Made in single-pole, double-pole, 3-way 
and 4way types. Approved by Under- 
writers. 


C-H Catalog 7281 ‘‘Rubber-Mounted”’ Toggle 
Switch. The mechanism—“‘full-floating’’ on two re- 
silient rubber cushions—is extremely simple. No 
screws, and but one rivet. No metal connections to 
transmit sound. Short, stubby contact blades are 
heavy to prevent ‘“‘bounce’’ and pitting. Heat-proof, 
crack-proof Thermoplax case protects mechanism from 
all foreign material. Single-pole, double-pole, 3-way 
and 4-way types. Approved by Underwriters. 





C-H Catalog 7920 Duplex Receptacles are 
small and shallow—designed for easy han- 
dling and quick wiring. Parallel slots are polar- 
ized. Contacts are heavy one-piece phosphor 
bronze doubled to insure firm contact at all 
times regardless of length of service and to 
prevent stubbing. Approved by the Under- 
writers. 

A-299-R 
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News From The Wholesale Field 








Westinghouse Electric Sup- 
ply System Organized 


Nineteen wholesale _ electrical 
supply companies doing a total an- 
nual business of $60,000,000, with 
branches in sixty cities, have been 
organized by the Westinghouse 
Electric & Manufacturing Co. into 
a single system under the name of 
the Westinghouse Electric Supply 
Co. 


The new system includes the 
following units. Alpha Electric 
Co., New York and Brooklyn; 
Commercial Electrical Supply Co., 
St. Louis and Memphis; Commer- 
cial Electric Supply Co., Detroit, 
Grand Rapids and Flint; Electric 
Appliance Co., Dallas, Houston, 
Tulsa, San Antonio, Harlingen and 
Oklahoma City; Fobes Supply Co., 
Portland and Seattle; Fobes Sup- 
ply Co. of Cal., San Francisco and 
Oakland; Fobes Supply Co. of 
Montana, Butte and Spokane; 
Great Northern Electric Appliance 
Co., St. Paul, Du'uth, Minneapolis, 
Fargo; H. C. Koberts Electric 
Supply Co., Philadelphia, Balti- 
more, Washington, Wilmington, 
Reading, York, Allentown and 
Trenton; H. C. Roberts Electric 
Supply Co., Inc., Syracuse, Utica, 
Albany and Binghamton; Illinois 
Electric Co., Chicago and Peoria; 
Illinois Electric Co. of California, 
Los Angeles, Long Beach, 
Phoenix; Julius Andrae & Sons 
Co., Milwaukee, Waterloo, Madi- 
son, Des Moines and Mason City; 
McGraw Division of Julius Andrae 
& Sons Co., Omaha and Sioux 
City; Newark Electrical Supply 
Co., Newark; Pierce Electric Co., 
Jacksonville, Tampa and Miami; 
Erner Electric Company, Cleve- 
land; F. Bissell Co., Toledo; Var- 
ney Electrical Supply Co., Indian- 
apolis and Evansville; Wetmore- 
Savage Electric Supply Co., Bos- 


and their Salesmen. 


7 THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘What's the News Sheets’ to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. 


A Solicited in Making this Human Side of the Magazine More Interesting. Z 


Your Co-operation 1s 





Rost Articles 
Postponed 


The November Issue of 
The Jobber’s Salesman 
contained an  announce- 
ment of a series of articles 
by O. Fred Rost which 
were to begin in the Jan- 
uary issue. 

Due to the “Tenth An- 
niversary” number of The 
Jobber’s Salesman com- 
ing out in February, it has 
been thought best to post- 
pone the first of the series 
until the March issue. 











ton, Bangor, Providence, Spring- 
field, Worcester. 

Previous to the reorganization, 
these companies were owned by 
the Westinghouse Commercial In- 
vestment Co., a subsidiary of the 
Westinghouse Electric & Manufac- 
turing Co., but conducted business 
under their own names and with 
their own corporate organization. 
In the new arrangement the Com- 
mercial Investment Co.. has 
changed its name to the Westing- 
house Electric Supply Co., its sub- 
sidiaries have adopted similar titles 
and certain alterations in official 
positions have been made in order 
to unify the organization as a 
whole. However, each unit will 
continue to carry on its business as 
it has in the past and with the 
same management. 

One of the objectives of the new 
system is to secure greater efficien- 
cy in the distribution of electrical 
products and to this end central re- 
serve warehouses are being estab- 
lished in Boston, New York City, 
Syracuse, Philadelphia, Tampa, 
Detroit, Indianapolis, Chicago, St. 











Paul, St. Louis, Dallas, Los Ange- 
les, Portland, Ore., and Seattle, 
which will serve all of the sixty 
houses and will make available for 
quick delivery a broader line of 
merchandise than it has been pos- 
sible to carry in the individual 
warehouses. All houses will, how- 
ever, continue to carry all electrical 
and radio merchandise in general 
demand, as heretofore. 

The new plan of organization 
also makes possible the more effi- 
cient handling of the requirements 
of national customers, such as the 
large utility companies and indus- 
trial organizations, which require 
service in a number of cities but 
which frequently purchase through 
one central purchasing office. For 
this purpose the Westinghouse 
Electric Supply Co., will maintain 
general sales offices at the New 
York headquarters and at 20 North 
Wacker Drive, Chicago. 

The headquarters offices of the 
Westinghouse Electric Supply Co., 
are located at 150 Broadway (in 
the Westinghouse Building), New 
York. The officers are A. W. Rob- 
ertson, chairman of the board, and 
Walter Cary, president. The op- 
erating executives are: John J. 
Gibson, vice president; B. W. 
Clark, general manager; A. J. 
Selzer, director of sales and pur- 
chases; Walter Dick, auditor, and 
W. J. Jockers, general sales man- 
ager. 

*x* * * 
C. B. and F. §S. Price Buy 
Pettingell-Andrews Business 

The Pettingell-Andrews lighting 
fixture studio business has been 
purchased by C. B. and F. S. 
Price and associates from the 
General Electric Supply Corp., 
Boston, the sale became effec- 
tive on October 1. The name of the 
company will be the Pettingell- 
Andrews Co. 
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Kicking up Business 


Everywhere Hammond 
Electric Clocks are 
sweeping into New 

Sales Records 


Here is the best specialty in the house for 1930 . 
Concentration is doing it and we start you right .. . —— the 
Our special representatives work with your sales ee 

organization, getting the story across to them and 
showing them where the business is and how to get 
it. In addition, we help your customers . . . hard- 
ware dealers, electric shops, and the general mer- 
chandise market, including jewelers . . . Window 
and counter displays—advertising in national con- 
sumer publications—attractive broadsides and cir- 
culars—all build volume sales for you with this 
highly profitable specialty. Everyone wants a clock 
in his home, office, store or shop that always tells the Ciiainiitiiiee iia 
exact time and needs no winding or regulating . . . Starting Out 
Write today for the money-making facts. 


THE HAMMOND CLOCK CO. 


4115 Ravenswood Ave. Chicago, Ill. 









models of 
HAMMOND 
Synchronous 


Electric Clocks 


one for every room in the 
home. Prices range from 
$9.75 to $32.50.. Two 
clocks for the mantel— 
the Gothic and the Cam- 
bridge model, each a dis- 
tinct type of design. The 
Junior Wall model for the 
kitchen is available in five 
colors and _ retails at 


$14.50. 

The Ravenswood model _illus- 
trated, has a bakelite case, 7” 
high and silver finished dial 

















3144” in diameter. Like all 

other Hammond Clocks it re- . 
Ravenswood Model one no winding, regulating | 
Retail Price $9.75 oe Counter Displays 
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Rogert INGERSOL is now selling 
for the Triangle Wholesale Elec- 
tric Co., Muncie, Ind. 

W. S. Tuomas and James Dion 
are two new salesmen at the Bel- 
mont Corp., Minneapolis, Minn. 
This firm has also employed Kermit 
Adams and Merton Elstad as serv- 
ice men. 

A. C. Britt and Leslie Callar 
have joined the -sales organization 
of the McCaffery Co., South Bend, 
Ind. T. R. Baer, a counterman, 
has also been employed by this 
company. 


Cuester E. Hersuey has joined 
the sales force at the Service Elec- 
tric Co., San Jose, Calif. 


SAM WILLENSKY, formerly with 
the Monroe Hardware Co., Monroe, 
La., is now country salesman for 
the Electrical Supply Co., New Or- 
leans. 

FRANK SAVAGE is replacing N. C. 
Husk as merchandise salesman at 
the Graybar Electric Co., Inc., 
Newark. James D. Greer is a new 
counterman with this company. 


MeLvittE B. Hatt, Inc., St. 
Louis, has added A. T. Foster and 
Clarence Dietz to its city sales 
force. 


GeorGE E. DAvENporT will do 
sales and service work for the 
General Electric Supply Corp., 
Knoxville, Tenn. 


R. DunuHAmM who has been trav- 
eling northwestern Iowa for the 
Waterloo, Ia., branch of Julius 
Andrae & Sons Co., has been ap- 
pointed manager of the Mason City 
branch of this company. Glen C. 
Merritt, formerly with the Illinois 
Electric Co. in Iowa, has been ap- 
pointed assistant manager of the 
Des Moines branch of Julius An- 
drae & Sons Co. 


ArTHUR M. BENeEpIcT, formerly 
connected with the Wetmore-Sav- 
age Electric Supply Co., Springfield, 
Mass., is now appliance sales spe- 
cialist at William Davis Hawk, Inc., 
Kingston, N. Y. 


M. F. York is managing the 
3runswick record department at 
the Robertson Supply Co., Inc., 
Orlando, Fla. 


J. R. CuristrANsen, formerly 
with the General Electric Supply 
Corp., Salt Lake City, has been 
transferred to the Denver branch of 
the company in the capacity of serv- 
ice manager. 


E. A. PRINTZ is now in charge 
of the radio sales department at the 
Revere Electric Co., Chicago. 


Tue Hesset & Hoppen Co., New 
Haven, Conn., announces the new 
set-up of its personnel: F. L. Fer- 
guson, president; W. R. Hoppen, 
treasurer and secretary; H. E. 
Mitchell, vice-president ; T. M. Rus- 
sell, vice-president; H. W. Thomp- 
son, assistant treasurer, and M. S. 
Nettleton, assistant secretary. 


Jobbers Active in Associ- 
ations 
W. Austin EMERSON, president 
of the North State Electric Supply 
Co., Raleigh, N. C., was elected sec- 
retary of the North Carolina Traffic 
League. 


J. J. McCarrery of the McCaf- 
fery Co., South Bend, Ind., is a 
member of the board of directors 
of the Lake Michigan Club. 


Jobbers’ Sales Activities 

GENERAL ELECTRIC SUPPLY CorP., 
Denver.—A campaign on “Hot- 
point” appliances and Christmas 
ranges was stressed by this com- 
pany during the holiday season. 


Sworps Exectric Co., Rockford, 
Ill—This concern conducted a 
Christmas campaign similar to its, 
campaign last year. 


ELectric SALES Co., Corpus 
Christi, Tex.—A new catalogue was 
issued by this company in connec- 
tion with its winter sales activities. 


H. M. Hopxins Etectric Co., 
Detroit.—This firm is publishing and 
distributing a new catalogue cover- 
ing appliance, radio, and electrical 
products as an auxiliary to its usual 
sales activities. 


NortH STATE ELectric SUPPLY 
Co., Raleigh, N. C—A_ Westing- 
house Range demonstration under 
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This window display was featured in line with the progressive policy of the 
Edward Joy Co., Syracuse. The show window attracted a great deal of atten- 
tion, especially from the juvenile section of the trade, who gazed longingly at 
the toy house complete even to the piano in the living room. There was a 
good deal of speculation as to who was responsible for the haberdashery of 
the dolls, particularly the one with the vivid dots. 
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Better Wiring Materials 


“XDUCT” and 
“ELECTRODUCT” | 
Rigid Conduit 


“XDUCT” (Galvanized) is electrolytically zinced 
—a metallic coating, uniform in thickness and den- 
sity ... assures the utmost resistance to corrosive 
influences . . . For a permanent installation use 
“XDUCT.” Manufactured from spellerized steel. 


“ELECTRODUCT” (Enameled) is coated with a 
durable conduit enamel, baked-on, which will bend 
or twist under pressure without cracking or flaking. 
Electroduct is uniformly round and straight. Here 
is a superior pipe that bends easily for offsets. 
Sharp, clean threads the same as on “XDUCT.” 


“XDUCT” and “ELECTRODUCT” rigid conduit, 
together with “Loomflex,” “Red Seal’ ABC Cable, 
“Red Seal” Metallic Flexible Conduit, ‘“Loomflex 
Cable,” non-metallic sheathed cable, Boxes and 
Fittings comprise a complete line of “Better Wiring 
Materials.” Start the New Year right by selling 
A. C. L. Co. quality products that meet your cus- 
tomers’ every demand. Write today for the money- 
making facts. 









































“RED SEAL” 
FLEXIBLE METALLIC CONDUIT 





“ELECTRODUCT” 

; - Bends, cuts and 

“ ” “XDUCT threads’ easily like 
RED SEAL” A. B. C. manufactured from “XDUCT.” 


Licensee Pat. 1687013. Other Pats. Pend. pipe of mild steel, 


uniform like “ELEC- 
TRODUCT.” 





LOOMFLEX 
A strong, sturdy, non-metallic 
tubing, light in weight, and easy 
to handle. 





rr 









OOMFLEX 
eety 





SMERICS, 


ON OvViy, 
“soxes * 






NON-METALLIC SHEATHED CABLE 







We also manufacture Loom Boxes, Switch 
Boxes, Fittings, Locknuts and Bushings. 


AMERICAN CIRCULAR 
LOOM COMPANY ™=satt 


90 WEST STREET, NEW YORK PRINCIPAL CITIES 
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New! 


x Bryant “Diple”’ Connectors © 


Connector Connector 
Complete Socket 


What they are! No. DL1359 
Why your customers need ’em! 
How they can use ’em! 


No. DL271 “Diple’” Thru-Hook Connectors and Connector Sockets are devices 

Body only which make it easier to hang lighting units. They save time. 
They save money. No soldering. No taping. No blow torch. 
And—just as important—contractors can get approval of their jobs 
without waiting for the fixtures to be hung; their money need not 
be held up on account of delays in hanging fixtures. And they are 
good for the fixture men. Fixtures can be wired and connected to 

No. DL272 the plugs in the shops. Then, all they have to do on the job is to 

pany plug in. The owner will like °em too, for they simplify cleaning Connector 
and maintenance. Instead of the work having to be done from the Rp 
top of a ladder, the fixtures are simply “unhooked” and carried to Connector Body 
some more convenient and stable location. Some of the uses are 5 aa 

“Thru-Hook” illustrated, but you should have a catalog sheet on this iia 
Connector line. Ask your Sales Manager for it. “Diple” none 


Installed outside of 
canopy. 





[. > 





TO DISCONNECT REMOVE 


Methods of Using 
“Diple’”’ 
“ce ” 
jp eo Connector Socket 
onnector co : = -> PORES Ie 


Installed on indirect CONNECTED To WIRES 


. . * 
lighting unit. . 


UNIT NOW FREE ~ 
FROM SUSPENSION 


- 


pa PERSIE 

















BRIDGEPORT CONNECTICUT, U.S.A. 
NEW YORK PHILADELPHIA |} - CHICAGO SAN FRANCISCO. 


SUPERIOR 
\ WIRING DEVICES 


wilh as oe 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES”SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS 





> a so 
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Bryant 












ae, “HooKeX™ 
oO. 
KX3745 
Receptacle Only O O e 
Cap and Receptacle — for Ceilings 
“HooKeX” 
No. 
KX3746 oe >” “KeNeX” 
Cap Only No. 
KeNe in 
Complete device, including Receptacle 
receptacle and cap, is Only 


“HooKeX No. KX3744 


Cap and Receptacle — for Walls seine 


No. KX3749 
Complete Device, including 
Cap and Receptacle 


Here’s a way you can help your customers. Call 
their attention to these devices. Their use will 
save them time and labor—money. Approval of 
the wiring job can be obtained long before the 





fixtures are hung. If the fixture installation is 
delayed, their money is not held up. Electrically 
and mechanically correct, they are meeting with 
constantly increasing favor with those contractors 





Chain suspension type of 

fixture Oe — ; 
“HooKeX” ug an P ’ 

Receptacle their profits and also get and hold the good will “KeNeX” Cap wired to fix- 

ture ready to be plugged into 

“KeNeX” Receptacle in box. 


who are watching for opportunities to increase 





of their customers. A few typical methods of 
installing are illustrated. If you haven't a 
‘““HooKeX” and “KeNeX” page in your catalog, 
ask your Sales Manager for one. 





Chain suspension fixture 
with canopy. lhe plug is 
passed over the hook, 
and inserted in the re- 
ceptacle, the top loop of 
the suspension is then 
hung on the hook and 
the connection is com- 
plete. The canopy can 
then be fastened against 


Showing method of attach- 
ing flat fixtures. Two No. 
63, flat head iron screws 
may be put into the tapped 
holes of the yoke and 
locked into position with 
nuts. The bracket back is 
equipped with two straps 
slotted to slide over the 





Ornamental ceiling fixture type—showing methods 
of connection and suspension. The threaded eye, 
fitting over the hook, receives the ornamental nut to 
the ceiling as usual. fasten the fixture against the ceiling. screws. 


THE BRYANT ELECTRIC COMPANY 


BRIDGE PORT CONNECTICUT, U.S.A. 
NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 








| SUPERIOR 


eae 
MANUFACTURERS OF “SUPERIOR WIRING DEVICES”SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS 
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the supervision of Mrs. McLaughlin, 
of the Westinghouse Home _ Eco- 
nomics department was held by this 
concern for the Oxford Electric 
Co., Oxford; Leahsville Electric 
Supply Co., Leahsville, and for the 
town of Fremont, N. C. 


TRIANGLE WHOLESALE ELECTRIC 
Co., Muncie, Ind.—Christmas “spe- 
cials’ were emphasized in the sales 
activities of this company during the 
past month. 


McCarrery Co., South Bend, Ind. 
—The sales campaigns of this com- 
pany during the past month were 
based on appliances and Christmas 
equipment. 

ok * * 


Credit Men Meet 


The Central Division of the Na- 
tional Electrical Credit Division 
met at the Palmer House, Chi- 
cago, November 21 and Ap- 
proximately 200 representatives of 
electrical manufacturers and job- 
bers attended the meeting. 

Under the able direction of 
Frederic P. Vose, secretary-treas- 
urer of the Division, who func- 
tioned as chairman during the ses- 
the program, which consist- 
ed of papers and discussions on 
credit work, was most interesting- 
ly presented. 

T. A. Frederickson, General 
Electric Co., Chicago, was elected 
president, and Howard Ehrlich, 
Electrical Trade Publishing Co., 
was elected vice-president for the 
next term. 


sion, 


K * * 


Local Reports on Light’s 
Golden Jubilee 


Reports to The Society for Elec- 
trical Development from local 
electrical leagues operating in 
some 60 communities combined to 
give some indication of the vast- 
ness and scope of Light’s Golden 
Jubilee celebration culminating on 
October 21 when Thomas A. Edi- 
son was the honored guest at 
Henry Ford’s in Dearborn. Sup- 
ported by a background of nation- 
al advertising, publicity and radio 
programs on the part of central 
stations, large manufacturers and 
publishers, the leagues keyed in 
their local activities in a way that 
brought about a fitting climax. 

Those cities which reported par- 


ticularly active enthusiasm in the 
celebration were: Omaha; Mem- 
phis; Oakland; El Paso; Salt 
Lake City; Kansas City; Hous- 
ton; Rockford, Ill.; Indianapolis ; 
Albany, Schenectady, Troy, Am- 
sterdam, Gloversville, Johnstown, 
Hudson, Fonda, Ballston, and 
Saratoga, all of New York State; 
Detroit; Buffalo, Denver, and 
Frie. 

The co-operation of merchants 
and newspapers in each of their 
cities was responsible for the 
splendid results secured. 

.* + 
Cooper Heads Denver 
League 

John J. Cooper, manager of the 
General Electric Supply Corp., 
Denver, has been elected to head 
the Electrical League of Colorado 
as chairman during the fiscal year 


1930. E. C. Headrick, electragist, 
and Dean D. Clark, Denver com- 
mercial manager of the Mountain 
States Telephone & Telegraph 
Co., will succeed themselves as 
secretary and treasurer respective- 
ly. The three officers were elected 
unanimously. 
K *K * 

Vicary Bros. to Specialize 

Vicary Bros., Reading, Pa., an- 
nounces that it is now specializ- 
ing in fixtures and appliances, 
wholesale only, and that it is do- 
ing quite a nice job on fixtures, 
ranges and appliances. Vicary 
Bros. now acts as distributors on 
the following lines: ‘“Kaxlite”; 
“Halcolite”; “Perfeclite’; “Gill” 
Glass; Markel fixtures; “Quality” 
electric ranges; “Torrid” appli- 
ances, and the Dover Manufac- 
turing Co. 





Electrical Industry Healthy 


i399 





APPLIANCES 
$0,000,000 MAN HOURS 


INVENTORIES 


This chart based on replies to a ques- 
tionnaire by 178 member companies of 
NEMA, indicates that the electrical in- 
dustry is in a thoroughly healthy con- 
dition. This comparative analysis of the 
business situation, as reflected in reports 
from 10 divisions and 43 sections of 
NEMA, was filed by the Association at 


a meeting of the Chamber of Commerce 


6% 
1 


INVENTORIES 6% 


7% LESS 


of the U. S. at Washington, D. C., De- 
cember 5, 1929. 
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INDUSTRIAL HEATING 
50,000,000 MAN HOURS 


RADIO 
8.000,000 | 32% 











INSULATING MATERIAL 
35,000,000 MAN HOURS 
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INVENTORIES ©%% HIGHER 


UTILIZATION AND CONTROL 
130,000,000 MAN HOURS 


INVENTORIES 
20 % HIGHER 


6 
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WIRING DEVICES 
32,000,000 MEN HOURS 





25% DECREASE | 


INVENTORIES ©% HIGHER 


WIRING MATERIALS 
145,000,000 MAN HOURS 








3 _ ANTICIPATION FIRST 6MONTHS OF 1930 


MMM INCREASE IN ACTIVITIES FOR SEPT. OCT-NOV 1929 OVER CORRESPONDING MONTHS OF 1928 
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THE DIEHL “WIND - O - VENT” 


10” Adjustable Home Ventilating 
Fan with plate glass or metal panels. 


Jobbers!—When choosing your line of elec’ 
tric fans for 1930 you will consider the usual 
profit possibilities first—but why not look for 
all-year-round advantages? They are numerous 
in the Diehl line which includes a size and type 
of fan for every practical purpose! 

Summer or winter—Diehl fans are easy to 
sell. They are reasonably priced, attractive in 
appearance, and their reputation for long life 
and dependability is well established in the 
trade. 

Every home, shop, factory, restaurant, hotel, 
theater and apartment house is a prospect for 
your dealers—steady repeat orders for you in 
1930—and the complete line of Diehl sales helps 

ea tie will assist you in getting a full share of the 
EXHAUST and business. 





VENTILATING FANS Now is the time to lay the foundation for 
‘“All-Year-Round Fan Profits.” Write for our DESK and 


proposition and get started early on your 1930 BRACKET FANS 


fan contracts. 


HL MANUFACTUR 


Electrical Division of THE SINGER MFG. CO. 
j Elizabethport, New Jersey 
Atlanta Columbus Philadelphia 
Boston Dallas Pittsburgh 
Chicago New York St. Louis 
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Article on Record Systems 
Appreciated 

To the Editor: The card record 
system as published in the No- 
vember issue of THE JOBBER'S 
SALESMAN I find to be very inter- 
esting and I think that if you 
have additional forms that your 
readers should find them of real 
interest. I can assure you that I 
would be interested in having the 
opportunity of going over any ad- 
ditional forms that you have. 

F, D. PHILLIPs, 


Gen. Sales Mgr., Commercial 
Electric Supply Co., St. Louts 
* * x 


On the Same Subject 

To the Editor: The card record 
system shown on pages 8 and 9 
of the November issue of THE 
JosBer’s SALESMAN is, in the main, 
very good. 

We are at present using form 
somewhat similar to 2, 3 and 5 
and we are compiling the informa- 
tion furnished by the other forms 
from other sources embodied in 
our system. 

You may know that the Gen- 
eral Electric Supply Corp. now 
has systemized forms for all their 
houses and their set-up is quite 
complete. It is intended to avoid 
duplication of work so far as pos- 
sible but to give as much detail 
as may be required and desirable 
in the conduct of our business. 

We believe that the use of such 
forms as shown in your November 
issue by houses who are not using 


Letters 
to the 
Editor 


them would be of much value and 
we are materially interested in any- 
thing which will improve the 
service and efficiency of our 
house. 
Joun J. Cooper, 
Manager, General Electric 
Supply Corp., Denver. 
* * * 


You Have Our Permission 
To the Editor: 

In the December issue of THE 
JoBBER’s SALESMAN there appeared 
two articles of unusual interest, 
which we would like to reprint in 
our magazine the “W.R.T.A. 
Broadcaster.” 

The “W.R.T.A. Broadcaster” is 
the official publication of the Wis- 
consin Radio Trade Association 
and is sent out once a month to 
radio dealers throughout the entire 
State of Wisconsin. 

The articles which we are asking 
your permission to reprint are 
“Radio” by J. Newcomb Blackman 
and “What Price Indifference?” by 
Peter Sampson. Full credit will 
be given THE JOBBER’s SALESMAN 
as the source of these articles. 

JAMES SAVAGE 

Metropolitan Bldg., Milwaukee, Wis. 

* * x 


Who Can Help? 
To the Editor: 

We are interested in specializing 
in some particular branch of the 
electrical business, and in line with 
this I wish to state that I, personally, 
am very much interested in “Home 
Lighting.” We have just completed 
a very attractive showroom and are 
putting the residential fixture depart- 
ment to the front, of which I am in 
charge, and I am very much inter- 
ested in this line and would like any 
information or help I could get in 
lining myself up as specialist in this 
particular line. 

I sort of contemplate building up 
a commercial lighting and factory 


lighting department a little later in 
the future. 

Kindly let me know what you have 
to offer in the way of “Home Light- 
ing,’ which information I would 
appreciate. 


H. C. Scmurvs 
August H, Meyer Co., Oshkosh, Wis. 


*K * * 


The Editors Will Meet in 
February 


To the Editor: 

Allow me to express to you my 
opinion on the editorial of J. 
Newcomb Blackman in your De- 
cember issue. 

I believe that this is one of the 
best prepared analyses of stock 
market relations to the business 
man. Mr. Blackman’s comments 
are indeed timely and if carefully 
digested will result in radio 
tradesmen giving more time and 
attention to the things upon which 
their own business depends, the 
promotion and sale of radio equip- 
ment. 

I would like, however, to sug- 
gest that it is time all of our 
editorial writers get together and 
offer some definite program to de- 
velop progress and profit in this 
industry, in line with their always 
concluding remarks—that it is 
time all associations and execu- 
tives in the industry co-operate to 
that end. I personally believe that 
the responsibility of leadership in the 
radio industry will be accepted by 
men with reputation and experience 
if something definite is outlined and 
offered for them to lead. 

Wm. P. MAcCKLE 


Secretary, St. Louis Radio 
Trades Association 


* * * 


Brewer of National Electric 
Recovering 


W. H. Brewer, salesman for the 
National Electric Supply Co., 
Greensboro, N. C., is reported to 
be recovering from pneumonia 
contracted last fall. Although he 
is now convalescing it will prob- 
ably be two months before he can 
resume his duties. 

Mr. Brewer is well known in 
the electrical field, having been a 
jobber’s salesman for more than 
20 years. He has been connected 
with the National organization for 
15 years, 


Managing 

















“Sunset Brand” 


SELF-IDENTIFIED 


Contractors everywhere speed the work and are assured of accuracy always 
when they use Collyer Sunset Brand ‘“SELF-IDENTIFIED” Colored 
Wire. ... No testing—No tagging is ever necessary. ... The right hook-up 
is effected from the start. Made in a dozen different colors with extra 
smooth finish, for easy pulling. . . . Start selling this complete and profitable 


line now. 


Mail This Coupon Today! 


FREE SAMPLES 


COLLYER INSULATED WIRE CO., 
PAWTUCKET, R. L 

Gentlemen: Please send me without obligation on 
my part, free samples of COLLYER Sunset Brand 
“SELF-IDENTIFIED” Colored Wire. 


Name 
Address 


City..... State 


COLLYER INSULATED WIRE CO., PAWTUCKET, 








PROVIDENCE 


VE@IORED 


ORDS 


Providence flexible cords 
are furnished in all con 
structions, with cotton or 
rayon braids, or with hard 
service rubber jacket. 





The convenient package 

shown, illustrates the com- 

pact way in which these 

cords are packed, making 

them easy to handle and 
eliminating waste. 
Stocks are carried 
at the mill and in 
warehouses in 
principal cities 
throughout the 
country assuring 
you of prompt 
delivery service 
at all times. 














PROVIDENCE INSULATED WIRE Co. 


PROVIDENCE , RHODE ISLAND 














January, 1930 


THE JOBBER’SfA)SALESMAN +3 








Over at Steiner Electric Co., Chicago, we grabbed this crowd right out from 
under a thousand dollar order. No, the lady in the window is not Corinne 
Griffith. Rear, left to right: Joe Pearson; Al Kopald, I. A. Bennett & Co.; 
John W. Trenck, Pass & Seymour; George Blaesing; Paul Blaesing; Jerry 
O’Connor, and Ed Bernhardt. Front: A Boz; Leon (Trotzky) Weisbrod, just 
married; Max Thomas; Joe Novak; Irving Goldman; Bob Steiner, and Arthur 


Helmchen. 





Talcott Visits Chicago 

P. T. Talcott, sales manager of 
the Dakota Electric Supply Co., 
Fargo, N. D., visited Chicago in 
December to attend a meeting at 
the Temple organization. Mr. 
Talcott is considering taking on 
a line of battery-operated sets for 
his territory. 

* * * 


Midway Electric Expands 

During the short space of three 
years the Midway Electric Supply 
Co., New York, has been ap- 
pointed distributor for most of the 
largest manufacturers in the elec- 
trical and radio industry. Some of 
the companies they now distribute 
for are: National Carbon; Nation- 
al Electric Products; Hart & 
Hegeman; Pass & Seymour; 
McGill; Metropolitan Device; Edi- 
son Electric Appliance; Triad; 
Dover Mfg. Co., and National 
Stamping & Elec. Works. 

With the continuous expansion 
of its business, the company was 
compelled to purchase its own 
building at 115 West 83rd St., 
New York, where it will be better 
equipped to take care of its cus- 
tomers. Alterations are now in 
progress, and it will occupy the 
entire building by March 1. L. H. 
Stiege and A. Baxter who are the 
proprietors of this business, owe 
their success to the prompt service 
which they have been rendering to 
the trade. They now travel four 
men in greater New York and part 
of Westchester County. 

George Gluberman has _ been 


made head of the shipping and re- 
ceiving department of the com- 


pany. * * * 
Price Electric Occupies New 
Building 


The Price Electric Co., St. 
Paul, Minn., has moved to 371- 
373 Sibley St., and will occupy the 
entire building comprising five 
floors and a basement. 

x *k * 


Graybar to Have Louisville 
Office 
The Graybar Electric Co., Inc., 
New York, has taken over the 
Theobald-Jensen Electric Co., 
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Louisville, Ky., and will occupy 
the same quarters at 514 West 
Main Ave. No change will be 
made in the policies or sales or- 
ganization of the new company. 
C. S. Powell, former manager of 
the Graybar Nashville branch, will 
take charge of the Louisville 
office. D. E. Pflasterer will suc 
ceed Mr. Powell at the Nashville 
house. 
* * x 
Electric Appliance Changes 
Location 
The Electric Appliance Co., 
Inc., Tulsa, Okla., has moved into 
its new quarters at 315 E. Brady 
St. This company has _ also 
changed its name to Westing- 
house Electric Supply Co., effec- 
tive January 1. 
x * * 


Gus Edwards Marries 

Gus Edwards, salesman for the 
Illinois Electric Co., Chicago, has 
entered the bond of holy matri- 
mony together with Peggy Casson 
of the same organization. When 
the boys heard this news they 
gave up all hope for with Peggy 
knowing the electrical business as 
she does, Gus won't be able to get 
away with the time worn excuse 
of being detained down on busi- 
ness. Anyway the Illinois Elec- 
tric Co. is to be congratulated on 
its fine method of keeping its 
salesmen’s noses to the grind- 
stone. 








The wire that binds. Connected from left to right are: Lacy Harrell, stock 
clerk; W. A. Woodle, order clerk; H. L. Miller, buyer and warehouse manager, 
and W. H. Stith, city sales. They are of the Tower & Binford Electric & Mfg 


Co., Richmond, Va. 











44 THE JOBBER’Sf)SALES MAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


o After 
VL Busines s With 


These Benjamin 
Business Getters 


In the construction, replacement and maintenance pro- 
gram to which industry is committed, equipment and serv- 
ice which will lower production costs, make possible the 
more efficient use of new machinery and conserve factory 
space will have first place in the industrial executive’s mind. 


The Benjamin products described on the opposite page 
meet the specific needs of industry. Their purchase and 
installation are inevitably a part of the betterment and gen- 
eral clean up of plants in preparation for cheaper produc- 
tion and the increased demand of the future. Go after 
business with these Benjamin business getters. 


eee KEEP THE 
SALES CURVE 
GOING UP «°-s 
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[ype 79 RLM Dome 


Lamp and reflector detachable as a complete unit. Facilitates 
frequent and thorough cleaning without interfering with pro- 
duction. Easily installed. Separable hood provides one basic 
wiring element for Mogul or Medium socket. May also be 
used for the attachment of the Type 79 Glassteel Diffuser. 
Three-point bayonet joint locks hood and reflector securely 
together and at the same time completes the electrical con- 
nections. 


RLM Standard Dome 
Reflector Socket 


The accepted standard for general illumination for industry 
High lighting efficiency, long service under severe operating 
conditions, low maintenance costs are outstanding features 
Equipped with the Benjamin Dust-Tight Cover, the lamp 
and reflector are protected from dust and dirt and the 
original efficiency of the installation retained. The Benjamin 
Shock-Absorbing Socket protects the lamp from shocks, jars 
and excessive vibration, assuring maximum lamp-hour life. 


Gas and Vapor Proof Fixture 


Especially adapted for service in hazardous locations. Lamp 
is protected by a heavy, clear glass enclosing globe. For 
feed mills, oil refineries, benzol plants, gasoline filling sta- 
tions, paint and varnish works, powder mills, doping rooms 
of airplane factories and hangars. 


Motor-Driven Industrial Signal 


Adaptable to a wide range of signaling operations, where 
industrial and trafic noises and distance make the use of 
bells and buzzers undesirable. Clear, penetrating, distinctive 
note. Especially adapted to coding. Weatherproof. Will 
give reliable service over long periods without attention. 


Beneo Socket 


Heavy duty, weatherproof, with rugged easy-to-wire porce 
lain socket and substantial metal shell. The Benco survives 
in rough service when the ordinary socket would speedily 
break down. Probably no other socket made has had so 
extensive a use in industrial plants, warehouses, pits and 
quarries, mines, railroad yards and terminals, board walks, 
exposition buildings, etc. Stocked and used by contractors 
everywhere. 


We will be glad to supply you with special 
information on any of these Benjamin products. 


Benjamin Electric Mfg. Co. 


General Offices and Factory Des Plaines (Chicago Suburb), Ill. 


247 W. 17th St. 
New York 





Divisional Offices and Warehouses: 
111 N. Canal St. 448 Bryant St. 
Chicago San Francisco 
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In taking a group picture at Com- 
mercial Electric Co., Detroit, we were 
forced to omit Howard B. Olson. The 
only thing to do was to present him by 
himself and here he is. 


Graybar Occupies New 
Building 
The Graybar Electric Co., Inc., 
San Francisco, moved, in Decem- 
ber, to its the 
and 


se- 


new quarters on 
northwest corner of Ninth 
Howard Sts. The site 
lected after a six months’ survey 
during which more than 50 loca- 
tions were considered. Located 
in the heart of the new light in- 
dustrial district, the building com- 
bines ready with 
ample facilities for parking and 
trucking. 

The building is three stories 
high and of a slab type concrete 
construction. An electric sign on 
the roof is plainly visible across 
the bay. 


was 


accessibility 


convenience and 
rapid handling of orders have 
been stressed in every detail of 
the plans. The city sales depart- 
ment has its own entrance on the 
west side facing Washburn St. 
Along this side, the 
is recessed 13 feet, thus increas- 
ing the street width to 48 ft. and 
providing ample room for the 
trucks and delivery wagons of 
customers. <A_ short 


Customers’ 


ramp leads 


from this loading area directly to 
the sales counters so that goods 


can be transferred from counter 
to truck with minimum effort. 
The loading platform is 
also on the west side of the build- 


ing. Along this’ platform 


heavy 


are 


building 


racks for storing half a trainload 
of rigid iron conduit. On the 
north side is a specially leased 
parking space 75 by 113 ft. 

Tubes and chutes connect the 
various departments. A Western 
I‘lectric loud speaker installation 
much time by making it 
possible to call an individual any- 
where in the building. Orders 
are expedited through the house 
by means of the “ripple system” 

a commercial application of the 
familiar railroad semaphore. 

The San.Francisco house of this 
company is one of 71 branches 
and is 60 years old. It has 
been in its 680 Folsom St. loca- 
tion for the past 24 years. 

Officers of the San Francisco 
branch are: W. S. Berry, mana- 
ger; A. H. Nicoll, sales manager ; 
L. J. Brown, service manager, and 
FE. J. Wallis, Pacific Coast mana- 


ger. 


saves 


*x* * * 


Rosse M. Gilson, Inc. 
Increases Floor Space 
Rosse M. Gilson, Inc., Oakland, 
Calif., has increased its floor space 
by 2500 square feet. A new 2000 
pound hydro-electric elevator has 
been installed. 
Coyne with Knoll 
Edw. M. Coyne who has been 
connected with the Schuster Elec- 
tric Co., Cincinnati, for quite a 
few years has joined the sales 
force of the A. Knoll Electric 
Supply Co., Cincinnati. 





C. C. Foster manages the Jersey City 
branch of the Parr Electric Co. Be- 
ginning with this company five and a 
half years ago, Mr. Foster worked his 
way up from shipping clerk to sales- 
man in the Newark branch and thence 
to his present appointment. Practically 
all his business career has been spent 
in the electrical jobbing business. 


A portrait of a gentleman in gray— 
this camera study of P. Nickerson, as- 
sistant sales manager at Erner Elec- 
tric Co., Cleveland, was taken by the 
light of a new Westinghouse mercury 
bull type violet ray lamp. 


W. H. Vilett 
(Continued from Page 16) 
ness and these changes were the 
natural steps toward the end he 

had in view. 

In 1905 he returned to Minne- 
apolis to open a jobbing branch of 
the Northern Electric Co. This 
branch carried on in the usual 
manner, except that, after some 
time, an electrical construction de- 
partment was added. In 1907 the 
main house was moved from Du- 
luth to Minneapolis and absorbed 
the jobbing end of the branch, 
leaving the contracting business 
under the name of the Minneapolis 
Electric Motor Co. 

The Minneapolis Electric Motor 
Co., eventually became the Sterling 
Electric Co., with Mr. Vilett as 
president. The firm grew substan- 
tially larger, finally embracing job- 
bing, contracting and appliance 
sales. 

On March 1, 1920, Mr. Vilett, 
with D. E. Ford and H. H. Henley, 
both of whom had been associated 
with him at Sterling Electric Co., 
started a new wholesale house 
under the name of the Triumph 
Electric Co., at 211 South Third 
street, which is the same location 
now occupied by the present firm. 
A short time later Charles E. Sipes 
came into the business to take 
charge of the accounting depart- 
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Stock for 
Jobbers 


® 













Send for the @ catalog now. Have your 
salesmanager investigate the @@ Stock 
Plan if your house does not now use it. 
Action is the word. 











3 Selling 
Co-operation 








The Complete Setup for 
Greater Sales 


Study the @ plan which shows you 
how to make more and larger sales 
of wiring materials by being able to 
intelligently sell @ Panelboards. 


The @ catalog, the arrange- 
ment for Jobber’s ® Stock of 
steel cabinets and panelboards, 
and the capable and willing 
assistance of the ® man in 
your nearest ® district office 
combine to insure a larger 





volume of earnings for you this year. 

Your part is to simply know @ 
Panelboards and to help the con- 
tractor or industrial electrician in 


choosing the proper type for 
his immediate need. Usually 
the morestaple materials come 
along with the Panelboard 
order. An ® man will be 
pleased to show you the way 
it is done if you will call him. 


Know @® Panelboards 
as well as your 
District Offices customers’ wireman District Offices 

Atlanta, Ga. knows them. Memphis, Tenn. 
Baltimore, Md. Minneapolis, Minn. 
Boston, Mass. New Orleans, La. 
Buffalo, N. Y. New York, N.Y. 
Chicago, Ill. Cc Omaha, Nebr. 
Cincinnati, Ohio Philadelphia, Pa. 
Dallas, Texas Pittsburgh, Pa. 
Denver, Colo. San Francisco, Calif. 
Detroit, Mich. Seattle, Wash. 


Jacksonville, Fla. 
Kansas City, Mo. 
Los Angeles, Calif. 


ELECTRIC COMPANY 


ST. LOUIS 


Tulsa, Okla. 
Vancouver, B. C. 


Winnipeg, Man. 
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Here are six reasons for the success of the sales force at the H. C. Roberts 


Electric Supply Co., Inc., Washington, D. C.. 


From left to right they are: 


A. S. Burns, salesman; Wm. Jewell, radio manager; J. F. Myers, branch man- 


ager; A. J. Schafhert, salesman; E. 
man. 
pies 18,000 sq. ft. of space. This 


Gill, salesman, and H. C. 
This organization is now located in a beautiful new building and occu- 
branch 


W. 


Lease, sales- 


employs 25 persons and covers 


Washington and a restricted area in Maryland and Virginia. 





ment, becoming treasurer of the 
company. 

In 1922, Mr. Henley withdrew 
from the firm and went with the 
W. 5B. At the same 
time the firm name was changed to 
the Northland Electric Supply Co., 
there was an eastern firm 
bearing a similar name. In the be- 
ginning the company had started 
out brand new, with only 10 people 
and no business—everything had to 
be built up. Today it employs 37 
people, 10 of whom are salesmen, 


I< shay Cx . 


because 


and in 10 years has raised its vol 
ume from around three 
quarters of a million per year. The 


ZeTO tO 


business has really outgrown the 
present quarters and removal to a 
The 
present year has been the best in 
the history of the company. 

The operating policies of North 
The 


best lines of merchandise are han- 


larger place is contemplated. 


land are simple, but sound. 


dled and are backed by the homely 
and much 
sonal attention and service. 
example of this is that every month 


effective idea of per 


One 


since the firm started, a letter bear 
ing a useful message has been sent 
to all customers, and copies of each 
and every one are still on file. 

Mr. Vilett’s present hobbies and 
means of recreation are golf, bowl 
ing and volley ball. He is a mem 
ber of the Golden Valley Golf Club 
and the Minneapolis Athletic Club. 
Ile is a past president of the local 
Lions Club. 


Ile was married in 1899 and has 


two sons. Jack, the younger, is 
attending the University of Minne- 
sota. The other, Everett W., 
graduated from Boston Tech in 
electrical engineering and at pres- 
ent is assistant to the president of 
the Public Seryice Electric and 
Gas Co., of New Jersey. He won 
the H. L. Doherty prize award for 


1928 and 1929. His prize paper 


was published in full in the Sep- 


NELA 


no 


tember issue 3ulletin. 
Mr. Vilett illusions or 
fancy ideas about the transacting 


has 


of business. He has employed his 
financial ability for the steady ad- 
vance of his company by common- 
sense building up rather than 
sky-rocket tactics of sudden infla- 
tion. Above all he believes that 
the success of a firm depends on 
every day service and close atten- 
tion to details. 


ok mK ca 


“Throw It to Maggie” 
(Continued from Page 12) 


“Danger” sign over that place. 

It took me twenty minutes to 
figure it out. You see, there was 
one bird behind that counter that 
spent most of his time at that spot. 
As Shakespeare says, he was “the 
most active gentleman alive.” 
Then I noticed that the telephone 
was there and I says to myself 
“Ah-Ah! False Alarm.” But right 
away I seen that it wasn’t the cus- 
tomers that was using the phone— 
it was this here not star salesman 
I’m concentrating on. Seems like 
every son-of-a-gun and his brother 
called up and wanted to talk to 
him and him only! 

That settled it! 
look at this bimbo. Nothing much, 
nay verily! But his eyes! And 
his smile! As rare as a rhinoceros 
climbing Mont Blane. And if you 
ever saw a cockroach carrying 
grains of sugar home to the babies 


I took another 





These seven Graybar men were snapped during 
at the company’s lighting conference held at Nela 
Donnett, Cleveland; W. 
Longmuir, Seattle; G. 


to right, they are: G. L. 
Goerisch, St. Louis; G. A. 


a lull in the day’s activities 
Park, Cleveland. From left 
A. Wallace, Chicago; W. J. 
W. Smiley, Detroit; B. H. 


Martin, Kansas City, and H. J. Schoos, Pittsburgh. 
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For the Wash 
that 1s Never Sent Out 


Dainty fabrics — silk underwear and stockings — woolen 
sweaters—a luncheon cloth and napkins—diapers—things 
every woman prefers to wash out herself. 

The SUTTLE Washer meets this need most effectively and 
at an amazing low price. 


The newest development in washing machine construction 
and operation. Electro-Magnetic principle more simple and 
dependable than Electric Motor. Impeller is isolated by metal 
screen, doesnot come in direct contact with wash. New washing 
principle forces water through fabric instead of swishing wash 
through water. Prevents wadding, twisting or tearing of fabric. 
Impeller gives 120 complete reversals of water a minute. Does 
an evening’s wash in a few minutes, with thoroughness and 


gentleness—the dainty, more costly garments re- 
quire. Highly polished aluminum tub, distinctive RETAIL PRICE 
in appearance, light and portable. Aluminum extra 


thick for durability. Height, 101 in.; diameter, So By 
13\4 in. Used or stored in small space—operates 








from any light socket. Complete with 8-foot 
rubber coated, water proof cord and Bakelite plug. 


An 
Electric Dryer with 
a Thousand Uses 


Supplies an urgent household need with the most ingenious device. Electric Fan at 
top forces swift air current through red hot Electric coil into drying chamber below, 














Hot Dry Air—Hundreds of cubic feet per minute circulated in i chamber- 
s 


Quickly replaces moisture. Drys out contents in a few minutes. Weighs only 31 
pounds. Bag snaps on or off quickly. Entire outfit folds up and stores in small space. 


Removable curtain of durable material. Modernistic design, fast colors. Makes 
drying cabinet 82 inches wide and 22 inches long at top—47 inches in height. RETAIL PRICE 
Multiple hook accommodates 7 garment hangars. Generous drying capacity. 


The handiest thing for drying an evening’s wash—drying the hair—wet furs 
overcoats, children’s clothing—bathing suits, diapers, etc. Has a hundred a 
one uses. Complete with wall bracket. Ste eater wine Mk. Be ed 





SUTTLE makes a real portable dish washer retailing 
for only $38.00, also new and original portable electric 
exerciser retailing for $25.00. Complete information 
gladly sent on request. Write for our interesting plan 
of resale cooperation and dealer franchise. 


5 YSUTTLE EQUIPMENT COMPANY, 53) [4,92 a4 Se 


400 N. Michigan Ave., Chicago Factory: Lawrenceville, Ill. 
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with all seven hands, you will get 
some idea of what a speed-mer- 
chant this counter-hopper was. On 
top of that I heard customers ask 
him questions about everything 
from the price of wire up to remote 
control and he clicked off the an- 
with all the nonchalance 
there is in a carload of Murads. 

He was the head man in the 
store and had three fellows under 
him—wholesale only, you know. 
And these birds were no slouches 
themselves, but I noticed that 
whenever something tough came 
up, they would holler to the walk- 
ing dictionary and he would knock 
the problem for a loop without 
turning his head. 


swers 


Here’s the point, fellows. This 
man belongs to a type. The 
chances are he’s not very much 
smarter basically than the other 
three, but he’s got them all yelling: 
“Throw it to Maggie!”, because his 
system is full of the little germs 
that make a fellow want to do a 
real job all the time. 

This is the kind of a man that 
you'll see going over the shelves 
giving this and that the once-over, 
comparing different makes, and so 
forth. While the rest of the crew 
are in a huddle during a_ slack 
half-hour, making a bum out of 
sob Zuppke because he didn’t play 
Whoosis, our friend is getting 
straight on some things that came 
up in the last rush. 

When there’s a sales meeting, 





a2. 


— rd 
w . oS 


Dw 


Industrial League. The baseball 


team of 
Electric Supply Corp., Newark, took the pennant this year 
—that’s the reason for the bright and smiling faces. In 
batting order, from left to right in the top row are: P. F. 


with factory men explaining their 
products “Maggie” don’t _ start 
whining around that he’s coming 
down with ringworm or Charley- 
horse and can’t be there—he’s right 
in the front row and soaks it all up. 
Then he’ll make sure he has the 
line down by checking up on him- 
self the next day. If it is an ap- 
pliance or something mechanical, 
he’ll work it a while until he’s per- 
fect. Then when a customer asks 
about it, “Maggie” won't be like 
the man who buys a sidewalk trick, 
and when he gets home he can’t do 
it. 


One of the best examples I know 
of this type is George Kemper. | 
remember when I first worked 
with him. He was checking and I 
was in stock. Cholly Patterson 
was superintendent. I was new to 
the’ place and Pat was a busy man 
and the young guys were great at 
passing the buck. So no matter 
what I asked them they would pipe 
up: “Ask Kemper.” Well, after 
three days of that I threw all my 
orders up in the air like snowstorm 
and hollered to the world: “For 
the love of cats! Don’t anyone in 
this dump know anything but this 
guy Kemper?” 


Now, for the great secret, fel- 
lows, and I will fold up for the 
day. We could all be Maggies if 
we only tried! A few minutes ex- 
tra here and there, a little more 
elbow grease and hustle in fixing 
up the customers, and a little more 


pride in the jobs we hold and pres- 
to! We get decorated with that 
great old word “dependable.” 

Bosses everywhere are fond of 
their Maggies and show it. One 
jobber said: “I will make any 
inside job as good as an outside 
job, and I will pay any territory 
man as much as any other—if he 
will only knuckle down and put his 
whole soul into it.” 

Learn what to do with the ball 
every time and you'll hear them 
yell: “Throw It To Maggie!” 


* * * 


Establishing Control of Costs 
(Continued from Page 9) 

of the salesman’s calls for each 
day in the month. It gives a 
record of the calls made by the 
salesman. Thus the salesman’s 
cost per call can be determined 
by dividing his salary and ex- 
penses and commissions, if he has 
earned a commission, by the num- 
ber of calls he made during the 
year. 

Customer’s Daily Sales Record— 

From the invoices of goods 
shipped, the various items can be 
posted by products, classes, or 
groups to a “customer daily sales” 
record as is shown in Figure 3. 
The form and size of this report 
is flexible; it can be adjusted to 
the needs of the business. 

Besides giving the sales by lines 
of products for each customer and 
the total amount of the sales, 
there are other columns which 





No, you’re wrong, these are not “Connie” Mack’s men, 
but they are the “Athletics” of the Northern New Jersey 


the General 


Rooney; G. H. Potter; A. Poole; H. Tabor; H. DuCharme; 
A. Ciasulli; E. J. Marratt; J. Niederland; J. Bowers; L. 
Bauknecht; C. Schnetter; W. C. Jarvis, and F. J. Durkin. 
The players in the first row are: L. Ferner; G. A. Durkin; 
E. O’Conner; C. Wilson; P. Taiber, and J. Madden. And, 


they still found time to do a lot of business. 
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The new cage has ten 
wires—two more than the 
average portable. Projec- 
tions prevent the guard 
from rolling on a smooth 
surface and by forming 
grooves for the wire rings 
give greater strength to 
the welds. Cage is double 
plated—last plating being 
copper. 







The New Rubber 
Handle Portable 
Lamp Guard. 

by MSGILL 


Here is the McGill Rubber Handle 
Portable Lamp Guard—a _ worthy 
addition to the family of 24 famous 
McGill portables. The black rubber 
handle is the best grade rubber. It 
is easy to grip—will not easily slip 
out of the hand. The cage has many 
new features and takes a 100 watt 
Type C Lamp. Catalog number 7000. 
With reflector, 7000-R. 










Strain Relief Disk 


Rubber handle is cut out to pro- 
vide a solid rubber ledge which sup- 
ports a fibre disk. Wires are run up 
through holes in the disk and a knot 
tied. This eliminates all strain upon 
the socket connection. 





Flared and Rounded Handle 


The rubber handle is flared and 
rounded at the end. This feature 
prevents sharp bends in the cord, 
protecting it against wear, kinking 
and breakage. 





Easy to Wire 


With the McGill strain relief disk 
and weatherproof socket there are 
no pigtails—splicing, soldering and 
taping are eliminated. The cord is 
simply shoved up through the han- 
dle and the tinned wires screwed 
into place, and then pulled back 
into the handle, seating the socket 
as well as the strain relief disk as 
shown in the top view. 


Send for folder telling the 
complete story about the 
McGill No. 7000 Rubber 
and 7000R Handle Guards. 






ESTABLISHED 1904 


VALPARAISO - INDIANA 
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WIRES + LEAD AND STEEL TAPED CABLES * FLEXIBLE CORDS AND CABLES, 


*RUBBER COVERED 


AND COILS 


\ONET WIRE 
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More ¢ jobs can [ pai with 


RomeX 


Today RomeX can be used 
in both new and old houses, 
in small apartment houses, in 
small stores and office build- 
ings in many new localities. 
Lighter and easier to handle, 
simpler and quicker to install, 


fewer fittings needed—RomeX 
costs the building owner less, 
and gives your customers 
steady profits. 

Get the facts. We’ll be glad 
to send the latest RomeX 
booklet. 


ROME WIRE COMPANY, Rome, New York 
Division of General Cable Corporation 


ROME 


2927-R 


WIRE 
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record the cost of the goods, the 
amount of money allowed to the 
dealer or agent for co-operative 
or local newspaper advertising, 
cost of advertising material, etc. 
When reliable cost figures of the 
various commodities are known, 
they can be entered on the in- 
voice and then posted to the 
“Sales Cost Column.” In the ad- 
vertising column are entered all 
the costs of advertising such as 
dealer displays, advertising ma- 
terial, etc. If there is any local 
newspaper advertising for which 
the firm may pay part with the 
dealer, the amount spent this way 
is entered in the column “News- 
paper Allowances.” Under “Total 
Sales Cost” is entered the cost of 
the merchandise. 

Customer’s Summary Sheet— 
A summary of the purchases of 
the customers in each salesman’s 
territory may be made up every 


two, three or four months and 
submitted to the salesman and 
sales manager or sales' branch 


manager, as the case may be. (See 
Figure 4.) Such a report will 
show the salesman by items how 
much he sold to each customer 
and his total sales. He-can see 
from this report why he did not 
reach his quota either by items 
or total amount of sales. With 
a record before him of the various 


items he will have a basis for 
studying each customer’s  pur- 
chases. A report of this type 


will stimulate the interest of the 
salesman. 
Customer Record Card— From 





Richard Dunham has recently been 
appointed manager of the Mason City, 
la., branch of the Julius Andrae & Sons 
Co., Milwaukee. Mr. Dunham _ has 
traveled western Iowa and _ South 
Dakota for this concern for the past 
ten years. 





























No. 80 Single unit 
for T-6%4 lamp. 
Intermediate base. 










No. 90 Single unit 
for T-10 Tubular 
lamp. Standard 
base. 












No. 96 Single unit 
for Standard lamps 
to 60 watts. 











No. 121 Single unit 
for Standard lamps 
to 100 watt. 











For complete data 
write for catalcg 8. 


























The accompanying __ illustration 
shows a wall poster, the January 
number of a series that will be 
mailed to your home-office monthly. 


Each month we will illustrate 
one of our important fast 
sellers. These charts are pre- 
pared to hang in your sales- 
room to acquaint your custom- 
ers with the versatility of the 
Day Brite line. 





If you want to be sure of making 
your goal in 1930 Talk Day Brite. 











REFLECTOR 
3825 Laclede Ave.- Saint Louis 
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GRANT BUILDING 
PITTSBURGH’S ‘TALLEST 


General Contractors ; is Architect 


McGinness, Smith & McGinnuss é Pee Tuomas Payne 


Heating Contractors a ke (Ph ieee §=Consulting Engineer 





THompson Strarretr Co ; fo Henry Hornsoster 























SS os ee BpwiiCHES 


METROPOLITAN DEVICE CORPORATION 
1250 Atlantic Avenue, Brooklyn, N. Y. 











Fred L. Moss, Jr., is service mana- 
ger of the new G. E. Supply Co. 
branch at Bangor, Me. Fred reports 
business very good. The new branch 
has every facility for customer con- 
venience and there is plenty of park- 
ing space. 


the “Customer Summary Sheet” 
should be posted the amounts pur- 
chased by each customer to a 
“Customer Record Card” (See 
Figure 5). This can be put on 
a folder and filed alphabetically. 
It gives a continuous record of 
the purchases of each individual 
customer over a long period of 
time. As will be noted it shows 
the record of the purchases in 
detailed and summary form, In 
addition, this card shows when 
the dealer places his orders, the 
amount of advertising allowed, 
and supplementary information 
pertaining to his relations with 
the firm. Not only is such a rec- 
ord valuable to the sales or dis- 
trict manager but also to the 
salesman. When a new salesman 
takes charge of a route or terri- 
tory he will have a complete his- 
tory of the active accounts in his 
territory. 

With these figures available, it 
is possible to determine the cost 
of merchandise sold to any cus- 
tomer in the course of a year, the 
price at which this merchandise 
was sold, and the gross profit 
earned. The Customer Record 
Card also shows the number of 
times each customer was called 
on. Having determined the cost 
per call, it is easy to ascertain 
the profitableness of the account. 
‘With a complete history of the 

(Turn to Page 58) 
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Cat. No. 650 
Eagle Eye Fuse 










Cat. No. 500 
Electric Heater 








QUALITY 
Electrical Specialties 


GAINING 
MOMENTUM in 1930/ 


oncentrate on the most complete specialty line for 1930! Fof 
a\ decade EAGLE products have continually enhanced their repy- a 

ation by the quality that is built in them. And today, EAGIE Cat. No. 700 
preducts are demanded by the better class of dealers. Quanfity mee Lie 
production has also reduced prices, so that you can now obfain 
quality merchandise at competitive prices. f 
Are you tired of selling and picking up “gadgets” here and there? 
Your \customers do not want “make-shifts” ... they w real 
merchandise they can sell and EAGLE fits the bill with thé most 
complete line of electrical specialties manufactured. / 


\ BAKELITE WIRING DEVICES / 


re you looking for bakelite wiring devices? EAGLE 
bakelite devices are sturdy and strong with no ILE tie 











Cat. No 300 
Electric Iron 





of\material and reducing of quality in the EAGLE line. 
ree are right and allow you a liberal margin, 





of 





prolk. Cat, No. 701 
\ ELECTRICAL APPLIANCES, Bekelite Handle Cap 


That\ woman who just came in your customer’s/ store 
wants a toaster .... She wants a good one, but she 
doesn’t want to pay for a gold one. The EAGUE just 
suits r and the price is right. That’s the way they 
sell—togsters, heaters, electric irons, ete. S¢ll your 
customets what they can move. Then sell them more 
EAGLE eppliances. j 






















































Cat. No. 301 \ ELEMENTS 
é Eagle Fits-All, EAGLE elements need no introduction! THey are the 
slg Element No. 1 original réplacement units . . . more sol than any 
i Upp other two makes. Sell extra ones with oniginal equip- 
eo : LV AN ment. / 


\ RADIO SPECIALTIES/ 


EAGLE ground clamps, lead-ins, lightni arrestors are 
well known toa the radio user. Out of eyery three radio 
sets installed one has some EAGLE radio necessity. Get 
in on this large field. j 


\VASE ADAPTERS 
The EAGLE liné@ contains the largest variety of vase 
adapters on the market, You will sell more of these in 
1930 than ever before, and the profits are sweet! 


Will you handle ks complete quality line or continue Cat. No. 750 
to dabble with “gadgets”? j Eagle Bakelite 
\ j Plug 


EAGLE ELEQGTRIC MFG. CO. 
59-79 Hall/Street 
Brooklyn, NM, ¥. 


be 





























































Cat. No. 415 
Straight 
Glocoil 











Oil Lamp Adapter 











5 Cat. No. 245 
ee Radio Ground 
Element Clamps 








Cat. No. 241 
Air Cooled 
Protex Tube 

















so Gy Noe 28 a oan Cat. No. 413 
Radio Lightning Arrester iv —" Patented 











Vase Adapter 














Cat. No. 


Prong Type 
_ Adapter 

















56 THE JOBBER’SMAIJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
SQUARE D PRODUCTS ARE HELPING 


er 








ae # 











Square D Makes a 
COMPLETE Line of 
Electrical Control 
Equipment 


Switch and Panelboard Division, Detroit 
Industrial Safety Switches 
Meter Service Switches 
SQUARE-Duct (the rigid suspension 
method for wiring) 
Panelboards for Both Lighting and 
Power 
| Fuse Cabinets 
| Outdoor Meter Boxes 
| Voltage Testers 
| 





Meter Service Breakers 
Industrial Controller Division, Milwaukee Close-up view, showing cartridge 
Automatic Starters 4 fuse and switched circuit in a 
Combines: Starters ont single section of the new, 
Starters with Motor Circuit Switches) | : 
Compensators, Both Automatic and narrow panelboard 
and-Operated 
Speed Regulators 
Motor Circuit Switches 
Magnetic Contactors 
Pressure Switches 
Disconnect Switches Six possible wiring combinations with the narrow panelboards. 
Float Switches From top to bottom, they are: Type NRC, all cartridge fuses, grounded 
Porcelain Division, Peru, Indiana neutral ; type NRTC, cartridge fuses, two tumbler switches, grounded 
_ Porcelain Insulators neutral; type NRTP, plug fuses, two tumbler switches, grounded This view shows six cartridge fuse 
Special Porcelain Products neutral; type RTP, plug fuses, one tumbler switch, neutral not sections in a new, nar- 
rn : grounded; cartridge fuses, one tumbler switch, neutral not grounded, row panelboard. 
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T O 


MODERNIZE 


taOoU es TR Y 


r 


In the Square D New, Narrow Panelboard 
1. Both Cartridge and Plug Fuses can be used 





BRANCH 


Atlanta 
Baltimore 
ton 
Buffalo 
Chicago 
Cincinnati 
Cleveland 
Dallas 
Davenport 
Denver 
Detroit 
Grand Rapids 
Houston 
Indianapolis 








OFFICES 


Kansas City 
Little Rock 
Los Angeles 
ilwaukee 
Minneapolis 
New York 
Philadelphia 
Pittsbu: 
Portland 
Richmond 
San Francisco 
St. Louis 
Seattle 
Syracuse 


EITHER CARTRIDGE OR PLUG 
FUSES CAN BE USED IN COMBINATION 
WITH SWITCHED CIRCUITS - - IN 
BRANCHES - -;; - 


Square D has never manufactured a product that was not 
outstanding or that did not fulfill a widespread need. Square 
D’s new, narrow panelboards measure up to this inflexible 
standard of production. 


In addition to possessing every feature of the nationally pre- 
ferred Square D standard panelboards, these new, narrow 
panelboards provide two advantages, the vital importance of 
which the electrical industry has been quick to recognize. 
First, both cartridge fuses and plug fuses can be used with 
these narrow boards. Second, switched circuits can be 
used, in combination with either cartridge or plug fuses, in 
the branches. , 


Because they are only 12 inches wide over-all (6-inch panel 
and 3-inch gutter all around), these Square D new, narrow 
panelboards meet a great need, being especially well-fitted 
for use in apartments, office buildings and on narrow steel 
girders in factories. They meet every requirement up to 
100-ampere capacity—yet are small, compact and attrac- 
tive. They are made complete with all-copper bus-bars of 
standard capacity. 


Though the new boards are available with any number of 
branch circuits from four to 32—a variety that will fill every 
industrial and domestic requirement—jobbers will be glad 
to know that only 11 box sizes are needed for the entire 
line. Quotations and detailed information are immediately 
available at the three Square D factories or at any one of 
the 28 branch offices. 


SQUARE D COMPANY, DETROIT, U. S. A. 


Factories at: Detroit, Mich, Peru, Ind., and Milwaukee, Wis. 
SQUARE D COMPANY, LTD., CANADA, WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 






ELECTRICAL 





EQUIPMENT 





(157) 
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(Continued from Page 54) 
amount purchased by the dealer 
it is possible to decide whether 
the account is worth while or 
should be dropped. 

Concerns which have checked 
the cost of selling individual cus- 
tak ? Sv tomers find that in most cases it 

‘e. takes time to build up an account, 


and for that reason it is particu- 


tf 2 larly important to know’ some- 
¢ thing of the status of each ac- 
count from time to time. 

3y carefully studying this card 
the sales manager and his sales- 
men can estimate how many calls 
to make on each customer during 
the year, and also when to make 
them. This will form the basis 
for the salesman’s routing sched- 
ule. It is very important, when 


. — => the cost per call is high, to keep 
, the number of calls as low per 
customer as possible and_ still 


maintain the interest and increase 
the volume of sales of each dealer. 
Record of Prospective Accounts 


—In order to grow and expand 

every concern must continually 

seek new business. Some ac- 

At best, a fifty-fifty break is all that counts in every business for vari- 
can be expected of the Goddess of ous reasons will become inactive. 


Chance. And when the dice are loaded, a eee 
that percentage fades out of sight. The salesmen are urged to solicit 


In the matter of wire, we eliminate new customers at every oppor- 


every element of chance straight tunity. Normally there is a con- 
through from manufacturing to mer- ; ’ 4). 
chandising. Care in selection of raw tinuous change in the accounts 


materials, long experience, rigid in- on the books since some custom- 


spections and skilled workmanship are Es a 8 ele daa : ; 
proofs positive of Crescent quality. ers become inactive while new 


Also, complete stocks maintained at ones take their place. 


various points take the uncertainty out For the purpose of making calls 
of deliveries. 


CRESCENT When it’s Crescent—that’s all you on prospective accounts more ef- 
need to know about wire and cable. fective, some form of record 
Products should be maintained which will 
give a brief history of each pros- 
“Cilcctrle Code Rubber Packinghouse __ Cords: pective account. In Figure 6 is 
i ain Rubber Sheathed . . : 
— es and Braided Portable indicated a form which can be 
Int diate Grade Rub- ords; Elevator Light- Pave : } 
"per Covered Wire and ing, Control and An- used to record information which 
Cable nunciator Cables; Bor- . ° . : : : 
“Imperial” 30° Rubber derlight and — ‘Stage is of vital importance, since it 
Covered Wire and Cables; Dampproof Of- E 
Cable A age nel gives a complete history of the 


“‘Crescent’’ Lead En- Wires and_ Cables; 


. i d Cabl Special Flexible Cords, “nective > > hi 
PO A ee Ay ty prospective dealer. Such a rec 


Tele ; ; 
_nared Quved Gable Seatac: meen ord will not only show when re- 


“ wires—cotton and silk > i 
Pitan Feiate Me- covered; Organ Wire peat calls should be made, if de- 


tallic Conduit and Cable. Bare and 4 P ‘ . 
Also ” Lamp. Heater, tinned copper wire and sirable to call again, but what is 

Brewery, Canvasite and cables. ; A ‘ 
more important, it will give the 


salesman a basis for preparing 


Riles $) his talk before making successive 

WR Ge: || interviews. Much costly sales ef- 
\WA\ | fort could, no doubt, be avoided 
| if proper data on prospective ac- 



































counts were made available for 


Insulated Wire and lable Co. _ _the salesman to use before mak- 


CRESCENT ARMORED WIRE CO. | ng repeat calls. 
TRENTON N.J. | Salesman’s Monthly Sales Rec- 


Forty Years of Knowing How in Every Crescent Product |ord— (Turn to Page 62) 
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The Fisher Build- 
ing, Detroit, Mich- 
igan, another large 
building where 
Youngstown- 
Buckeye Conduit 
was used to protect 
the electrical 
wiring. 
Architect 
ALBERT KAHN, 
INC. 


General Contractor 
H. G. aa 

BUR oO. 

pier » «ld 
se eee 


Youngstown Buckeye 
Conduit furnished by 

THE GRAYBAR 
ELECTRIC 
COMPANY 


Selling Time That is All Productive 


ITH Youngstown Buckeye 

Conduit the pre-selling has 
been done, enabling the salesman 
to devote all of his time to productive 
selling. He need waste no time on 
missionary work—in elementary 
explanations of what the product 
is, who makes it, or how widely it 
is used. His prospects all know of 
Youngstown Buckeye Conduit, with 


the result that his selling job is easier 
and he is able to see more prospects 
and close more sales. 


Experience has proved that the job- 
ber’s salesman who conscientiously 
devotes his time to Youngstown 
Buckeye Conduit quickly builds up 
a large customer list and develops a 
steady repeat volume of business. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper steel, under 
the well-known and established trade name Copperoid”’ 


General Ofices—YOUNGSTOWN, OHIO 
DisTRict-fALRS OFFICES 


ATLANTA—Healey Bldg. 
BOSTON-—80 Federal St. 


DETROIT —Fisher Bldg. 

) KANSAS CITY, MO.— 
BUFFALO—Liberty Bank Bldg. Commerce Bldg. 
MEMPHIS—P. O. Box 462 


PHILADELPHIA— 
Franklin Trust Bldg. 
SAN FRANCISCO— 
55 New Montgomery St. 


CHICAGO—Conway Bldg 
CINCINNATI—Union Trust Bldg. MINNEAPOLIS —Andrus Bldg. SFATTLE — Central Bldg. 
CLEVELAND—Union Trust Bldg. NEW ORLEANS—Hibernia Bldg. ST. LOUIS —Shell Bldg., 
DALLAS—Magnolia Bldg. NEW YORK—30 Church St. 13th and Locust Sts. 
DENVER—Continental Oil Bldg. PITTSBURGH—Oliver Bldg. YOUNGSTOWN-— Stambaugh Bldg. 


LONDON REPRESENTATIVE—The Youngstown Steel Products Co., 
Dashwood House, Old Broad St., London, E. C. England 


YOUNGSTOWN 


“GALVANIZED SHEETS PROTECT” 


“SAVE WITH STEEL” 












| 
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WOULD HAVE MORE 
APPLIANCES BUT 
PRESENT WIRING 

IS INADEQUATE gf 


7 
- 


ARE 10 APPLIANCES 
AND 50 FEET OF 
CONNECTING 
LAMP CORDS 


IN THIS HOUSE THERE c .— 
ow 
- 


residential 
section 


WANTED :- MORE 5 £ » bein a uide 

FLOOR LAMPS ETC. Fixkals: for Peuseheld 

Vs | 
Pe 


he > Sf wiring business 


\ ANOTHER CIRCUIT 


WANTED HERE 


THIS HOUSE NEEDS 
MORE BASE PLUGS 


_ \ NON-METALLIC 
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_-the enterprising contractor 


sees Non-Metallic Sheathed Cable 
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ee a 


business everywhere 


Up one street and down the 
next—there are people in 
nearly every one of those 
houses that need adequate 
wiring. People that know by 
experience that their homes 
aren’t completely wired. Too 
often they have groped in the 
dark for a switch only to be- 
come entangled in a snare of 
lamp cord connecting the 
radio, the phonograph, and 
several floor lamps to three 
or four-way plugs. They 


are ready for more wiring. 
y 


It’s money in your pocket 
to tell them how easily and 
economically such wiring can 
be done with Non-Metallic 
Sheathed Cable. They still 
think it requires old-fashioned, 
expensive methods... Get 
these jobs with Non-Metallic 
Sheathed Cable! 

You can guarantee a safe, 
neat, speedy job at low cost 
with Non-Metallic Sheathed 
Cable. 

And you can guarantee 
yourself more profit. 

























— 


. 


Grey 


rvE Gave ree 


pyigin 


For future information, write to any of the Licensed 
Manufacturers listed below, for a copy of the booklet 
—*Where and How to Use Non-Metallic Sheathed Cable” 












AL TT) 


American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
General Electric Company 
National Metal Molding Division 


National Electric Products Corporation 


Rome Wire Company 
Division of General Cable Corporation 


The Wiremold Company 
Triangle Conduit Company, Ine. 





f 

= 

» 
The above Manufacturers are Licensed under Non-metallic Sheathed ome 


Cable Patents number 1439323; 1520680; 1203788; 1673752. \ 


SHEATHED CABLE 
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olite 


¢ D) 
TYPE >.< NECK 


FLECTOR 


ARE 












INTERCHANGEABLE 


The short holder allows easy removal 
of the socket for wiring purposes, and 
being of the screw type, allows inter- 
changing of RLM Dome, Shallow 
Dome or Deep Bowl Reflectors having 
the long “X” neck. The screw type 
holder also permits taking down and 
cleaning the reflectors with a mini- 
mum of time and expense. 


RLM Dome for 25 to 1000 Watts. 


The RLM Dome Reflector, certified by 
the Electrical Testing Laboratories, 
represents the maximum in scientific 
design up to the present time. The 
distribution of light obtained with 
RLM Dome reflectors is recognized by 
lighting authorities as the most satis- 
factory for uniform general illumina- 
tion. 


Shallow Dome for 25 to 500 Watts. 


As a “general utility’ outdoor unit the Shal- 
low Dome is used for lighting area-ways, 
sidewalks, railroad yards, construction jobs, 
etc. It is also much used for farm installa- 
tions where wide general illumination rather 
than a restricted distribution is preferred. 


Deep Bowls for 25 to 1000 Watts. 


The Deep Bowl Reflector provides an intensi- 
fied light upon the part of the working plane 
beneath it and for that reason is an ideal 
fixture for places where the requirements are 
such that strong local lighting must be pro- 
vided, such as over drafting boards, work- 
benches, machine tools, etc. 


The ABolite line of 
Porcelain’ Enameled 
Reflectors is com- 
plete. Send for Cata- 
log No. 180. 


The ABolite Reflector Co. 


2114 Terminal Tower 
Cleveland, Ohio 
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(Continued from Page 58) 


The amount of remuneration a 
salesman can earn should be in 
accordance with results produced. 
To be equitable to both the house 
and the salesman, sales compen- 
sation must be periodically ad- 
justed. Most sales managers find 
this a somewhat tedious task to 
perform. The problem of fairly 
appraising a salesman’s worth re- 
quires a careful consideration of 
various factors. 

In order to establish a just and 
equitable schedule for remunera- 
ting salesmen, the sales manager 
should have a detailed record of 
the salesman’s activities in his 
territory. Figure 7 is an illustra- 
tion of a Salesman’s Monthly Re- 
port. When this form is care- 
fully filled in from month to 
month for the entire year, the 
sales department will have a re- 
liable guide not only in fixing the 
salary and commission of the 
salesman, but also for making 
changes in the boundary of terri- 
tories. Figure 8 shows Monthly 
Report of Salesman’s Sales and 
Selling Expense. 


* * 


A Company of Salesmen 
(Continued from Page 14) 


determine this and connect the 
customer with some one who can 
give him the information he de- 
sires, and she must do this 
quickly. 

“For example: If the customer 
wants to speak with some one in 
the shipping room and there is a 
delay by the party answering the 
phone, the operator must be diplo- 
matic enough to curb any im- 
patience on the part of the caller. 
She must divine the cause of the 
delay and give the customer a 
valid explanation—stay right with 
him until a connection is made 
or else she must get his number 
and give a promise to have so- 
and-so call him just as soon as 
she can get in touch with him. 
Her responsibility does not end 
there, but she must keep on try- 
ing to get so-and-so and then call 
the customer and bring customer 
and our employee together. 

“The telephone operator must 
be keen enough to determine 
whom the customer should con- 
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Subtract half of your labor costs! 


Figure for yourself what you’ll save by using KONDU 


ET out your figures for any conduit 
installation that you have made 
lately with ordinary fittings. 


Divide the labor cost by two, and you'll 
get a close estimate of the savings that 
KONDU Threadless Fittings will make. 


These modern fittings give some sur- 
prising short-cuts to lower costs: 


NO THREADS TO CUT with 
KONDU, no threading machines or pipe 
stocks and dies. No scraping of enamel 
off conduit, as KONDU’S grounding rings 
bite right through. 


USE ODD LENGTHS OF CON- 
DUIT: Put old lengths back into the 


OF A THREAD 


lines. Whether threaded or not, KONDU 
holds tight. 


REAL SPEED IN INSTALLING: 
Slip KONDU over the ends of the con- 
duit, turn up the nuts, and the fitting is 
in place to stay. Vibration can’t loosen. 


EASIEST FITTING TO 
CHANGE: Any KONDuw fitting can be 
taken out of the line, and replaced with 
a different style, without disturbing any 
conduit whatever— an exclusive feature. 


There are many more time- 
saving and cost-cutting points 
that you'll like about KONDU. 
Write us— 


ERIE MALLEABLE IRON COMPANY 


Kondu Division 


600 West 12th Street, ERIE, PA. 


Canadian Representative: Kondu Manufacturing Co., Ltd., Preston, Ont. 


KONOU © 


MAN IN THE INDUSTRY. 
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Satisfied 


Customers 





Catalog No. 1843 


Switch cabinet open, 
switch closed. Note that 
switch blades are in 
clear sight at all times, 
making inspection very 
simple. Ample _ wiring 
space is provided. 


Catalog No. 2223 


Switch cabinet open, 
switch closed, switch 
blades are in clear sight. 








WINS oi. 


Wadsworth Electrical Safety 
Switches are noted for their quality 
—quality at reasonable prices. You 
can depend on Wadsworth Switches 
to meet all requirements. This Qual- 
ity policy remains the same year after 
year ....unchanged. Constant high 
quality at the right price. That's the 
Wadsworth policy. Take advantage 
of this and sell your customers the 
Wadsworth line of Electrical Safety 
Switches. 


“There's a Wadsworth Switch 
for every installation.” That's 
why Wadsworth Switches are 
so well known . . . and that’s 
why Wadsworth Switches are 
so easy to sell. They're liked 
by the trade .. . . Bulletin No. 
21 completely describes Acces: 
sible Fuse Safety Switches 
Write for it. 


The 


WADSWORTH 





JOBBERS POLICY IS WORTH HAVING 








The WADSWORT TRICMFGE INc. 





Covington 


ntucky. 























| 
| 


| 
| 











goa ee 


Here are C. N. Triplett and A. G. 


Triplett, two of the three partners of 


the Baltimore Gas Light Co., Balti- 
more. This company has_ recently 
moved to new quarters whereby it has 
increased its floor space 100 per cent. 


sult in case he doesn’t know, and 
eliminate shunting the call from 
one person to another. The rea- 
son the customer telephoned was 
because he was in a hurry, and 
it is irritating to be shunted from 
one*person to another and having 
to repeat one’s request for in- 
formation. An _ intellligent tele- 
phone operator, one who is cour- 
teous, who has a pleasing per- 
sonality and a desire to be of 
assistance to all who call in, is 
certainly an important factor in 
reducing sales resistance. 


“As an illustration of how im- 
portant I consider the credit man 


| in the sales organization, I cite 


the fact that our present credit 
man was formerly a salesman and 
a successful one at that. I pulled 
him off the road and placed him 
in charge of the credit depart- 
ment because I felt that the com- 
bination of selling and credit ex- 
perience would enable him to 
collect accounts and still retain, 
for the house, the customer’s 
goodwill. In other words he can 
sell the idea of prompt payment 
of accounts. 


“Thus our entire organization 
from the men on the road to the 
boys and girls in the office, the 
shipping room and the warehouse 


| have the selling point of view. 


The office, shipping room and 
warehouse employees are called 
together once a month and we 
discuss. selling problems with 
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ECONOMICAL 
PROTECTION 


ECONOMICAL because it lasts longer, 
sticks tighter, applies easier and COSTS 
NO MORE. If you want a tape to STICK 


and STAY, to form a practically-one-piece 


ie 


Ssh 


AIA 
Kote 


— 





insulating jacket, sure proof against wa- 
ter, dust, oil, heat and cold, write now for 
specifications and prices. Address the 
nearest Firestone Branch or write the 
Firestone Tire & Rubber Company, 
Firestone Park, Akron, Ohio — or 


Los Angeles, California. 
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BETTER CONDUIT 
FOR 





BETTER BUILDINGS 


Mohawk 
this better 


Mohawk Rigid Conduit is especially made for 


dealers are 
conduit 


reaping the 


habit of insisting on the best 


Mohawk Rigid Conduit has the approval 
j building 
realize 


pervious to acids; durable as the 
Pipe bends so easily, you hardly 


harvest of better business 


materials 


it is steel 


through their us¢ 


contractors who have a 
excellent work | 


successful 
match their own 
of contractors; it is made 

Tough enamel; smooth, 
And, clean, even 


heavy; im- 
glossy finish 
threads that 


Mohawk Conduit may be had in either Indian 


Black lename!) or Indian White (¢alvanized) 


MOHAWK CONDUIT CO., INc. 


COHOES, NEW YORK | 
NEW YORK — CHICAGO — PHILADELPHIA — BOSTON) 


BRANCH OFFICES: 


most sales. 


them, show them that even 
though they are keeping books, 
packing goods, answering tele- 


_ phones, filing letters, or what not, 


they 


goods. 


are nevertheless _— selling 

With such a viewpoint is 
it not likely that they will 
their share to reduce sales 
sistance?” 

But what of the salesmen them- 
selves? 

Mr. Cornell admits that a very 
important sales resistance reduc- 
tion agent is price. Theoretically 
the merchant who offers goods at 
the lowest price will make the 
The price element is 
reduced to a minimum in the con- 
stituents of the connecting link 
between house and customer and 
through which the sales argument 


do 
rc- 


passes. 
A common alibi among: sales- 
'men is that the other fellow’s 


| price was lower and for that rea- 


| son the sale could not be made. 
Mr. Cornell declines to accept 
| such an excuse unless the sales- 


INDIANAPOLIS — NORFOLK — MINNEAPOLIS — DENVER — SEATTLE | 
LOS ANGELES — SALT LAKE CITY — SAN FRANCISCO — PORTLAND, ORE. | 














Wish You a New Year Bulging with Pros- 


perity and Happiness. 


The new quick selling | 


“*300” Line can help you bring about this 


desirable condition. 


| 














5 Colors 3 Styles 
in ee Keyless 
enamel— Pull Socket 
Pastel Shades Plug-in-Switch 
Nile Green A quality line 
Orchid 
ae of beauty and 
vor ili 
Turquoise Blue ‘ eaeees 
White 
cai 


Write for descriptive folder and catalog of complete line. 


through electrical wholesalers. 


Sold 


A leader for larger sales in 1930. 


QUADRANGLE MFG. CO. 


26 So. Peoria St., Chicago 








man can provide facts to support 
his contention. Since such ex- 
cuses will not be accepted with- 
out proof, the price element na- 
turally is submerged while the 
salesman presents other argu- 
ments, including quality of mer- 
chandise, excellence of service and 
the ability and willingness to as- 
sist the customer in his electrical 
problems, as reasons for patroniz- 
ing him and his house. 








Someone was being thrown into the 
swimming pool—that’s the reason for 
the broad smiles on the faces of E. 
Lum, manager of the Graybar Electric 
Co., Inc., Columbus, O., who is holding 
the last remnants of a cigar and G. F. 
Bertke, sales manager of the Graybar 
Elec. Co., Inc., Akron, O. The scene 
is laid at Nela Park, National Lamp 


| Works, Cleveland, O., during a sales 


conference of the Graybar managers 
and their B agents. 
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Because he is not organized to handle “servicing” 
or ambitious campaigns which require increased 
sales force and expenditure, the jobber is favoring, 
more and more, the sturdily constructed “‘serviceless” 
vacuum cleaner backed by a simple effective plan of 
factory sales co-operation. 


We, ourselves have felt this trend. 


Jobbers like the Clements-Jewel because it is pow- 
erful, free from complicated parts, hence serviceless. 
They like to know that Clements-Jewel is the result 
of 19 years’ vacuum cleaner manufacturing experi- 
ence. They like our strict Jobber-Dealer policy which 
affords Clements-Jewel distributors real protection. 
But, above all, they like our simple personalized plan 
of co-operation which sells cleaners, helps the jobber 
salesman and keeps dealers interested—all without 
fuss or bother. 


Our plans for this year are more complete than 
ever and we predict a most satisfactory vacuum 
cleaner year for our distributor friends during 1930. 


We would welcome the opportunity of sending 
you a sample Clements-Jewel Cleaner and full in- 
formation about our new personalized sales plan. 


Clements Mfg. Co., 625 Fulton St., Chicago, IIl. 


Ball Bearing 
(i J EWEL 


“Backed by 19 Years Fine Cleaner Manufacturing” 
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George H. Niekamp is President ot 
the St. Louis Radio Trades Association, 
Director of the National Automotive 
Equipment Association and General 
Sales Manager of the Beck &§ Corbitt 
Co., St. Louis. 
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ADIO 


Frank Opinions by All Concerned in the Radio In- 
dustry Are Needed at the Present Time, and Cer- 
tainly Mr. Niekamp Spares No One in His Open 


Criticism of the Situation. 


It Is Sincerely Hoped 


That His Excellent Editorial Appearing Below 
Will Prove Productive of Some Constructive Ac- 
tion by Those Interested in the Future of 


OMING to the close of the present year 

we find a condition in the radio industry 

which is not only unusual but unneces- 
sary. On all sides we find the trade reporting 
business that represents the largest ever in 
number of units and in dollars and cents. To 
say the trade is enjoying this business would 
be false because conditions prevalent in the 
industry do not permit the business enjoyment 
that the present season’s volume should per- 
mit. 

On all sides of us we find there exists a 
feeling of distrust, the trade is honeycombed 
with suspicion and fear of what is going to 
happen. This condition has been aggravated 
by short-sighted salesmen and others within 
the industry who have carried tales and ru- 
mors of competitors and conditions resulting 
in injury ofttimes to those storied about and 
always injuring general business. Those prac- 
ticing this story-telling should remember that 
to be profitable individually for their firm the 
radio business must be made profitable gen- 
erally. Instead of improving conditions all 
this has made them worse and our industry is 
suffering with that well known disease “Profit- 
less Prosperity.” 

Never before has such great effort been evi- 
denced, still on all sides the same story is 
told of non-existent profit, particularly in re- 
tailing. 

It seems the time has arrived when some 
rules, ethics or restriction policies should be 
established on a national basis and executed 
by manufacturers, through their jobbers to the 
retailers. A fair, equitable arrangement of 
some kind must be made with the prosperity 
of the entire industry in mind, in order to 
give everyone an equal chance. Other indus- 
tries have solved their national problems and 
the results have benefited everyone in the 
respective industries. 

The radio industry has seen manufacturer 
performance of a marvelous nature in the 
handling of production, financing and advertis- 
ing. However, the same excellent perform- 
ance has not been followed up in_ the 
distribution scheme upon which this produc- 
tion must of necessity depend. Distribution 
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Radio Distribution 


has gone out of bounds. We find ourselves 
in the hands of production engineers, who are 
forcing distributors to establish too many 
retail outlets, disregard ethical practices, dis- 
count structures and create competitive con- 
ditions in retailing which have resulted in the 
public being educated to buy at a one to five 
per cent down-payment, no interest charge 
and excessive allowances on trade-ins, to- 


gether with many other allowances which 
create non-profitable merchandising condi 
tions. 


It is almost unbelievable that an industry 
such as radio, which has achieved such a tre- 
mendous growth in such a short span of years, 
should be guilty of such unheard of practices 
which at the present time exist in the field 
and dominate advertising and selling. 

The turnover in retail outlets has been tre- 
mendous in radio. Utter disregard has been 
practiced in selection of outlets. Indications 
are that a large percentage will depart before 
next June. The blame for this can only be 
laid on the manufacturers not having foresight 
enough to plan production on a sound basis 
and remember some plans must be made to 
insure proper selling on a profitable basis by 
fewer and more reputable outlets under re 
striction policies. Manufacturers through 
their distributors must demand more from re- 
tail outlets than a desire to go into the radio 
business and $500 to buy samples. Manufac- 
turers often make comparisons with the 
automobile industry in sales meetings, and in 
other manners but they forget automobile 
dealers representing successful manufacturers 
can’t just go into retailing like it’s done in 
radio. Radio is not like sugar, soap or other 
products that can be sold through any class 
and kind of outlet. 

The selfishness of some manufacturers in 
their desire to dominate the industry has re- 
sulted in a loss of millions of dollars to dis- 
tributors and dealers and the industry has 
grown from its babyhood to a place where 
unless manufacturers adopt some standards 
for better merchandising and make them stick, 
then it may need a commissioner or czar to 
ostracize those who do not play fair 
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Radio Wholesalers Association, Inc. 


Peter Sampson, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 


Harold J. Wrape 
Hon. Chairman of Board, F.R.T.A. 
St. Louis 





Committees’ Activities and 
Merchandising Survey 
HAT the reports of the vari- 
committees of the Ra- 
dio Wholesalers Association 
at the February Convention will 
be of great value to every radio 
wholesaler is a foregone conclu- 
sion. The accessories committee 
under the direction of H. E. Rich- 
Chicago is making a 
very comprehensive study as to 
the definition of accessories, what 
they include and how they should 
be placed in the category of radio 
apparatus. The _ vice-chairmen, 
N. B. Williams, A. C. Forbes and 
A. A. Schneiderhahn, each in 
charge of the following respective 
sections—better selling, market 
study and trade relations will re- 
their individual 


ous 


ardson of 


port progress on 
activities. 

The tube committee under the 
direction of J. N. Blackman of 
New York is making a very seri- 
ous study of conditions through- 
out the radio industry on the han- 
dling of radio tubes and will un- 
doubtedly make a series of recom- 
mendations concerning this very 
important matter. 

The committee under the 
direction of Harry Alter of Chi- 
cago with the three vice-chairmen, 
D. W. Burke, James Aitken and 
W. G. Pierce are thoroughly an 
phases affecting the 
merchandising of radio sets. 


set 


alyzing all 
Be- 
lieving that the best way to se- 
cure an opinion from the entire 
trade is by means of a question- 
naire, they have formulated a very 
comprehensive questionnaire which 
been sent 


has to approximately 


900 radio wholesalers throughout 


Harry Alter, Treas. 
Chicago 


R. J. Mailhouse, Sec. 
New Haven 


WA/HOLESALERS 
SSOCIATIO 


Chicago 


The Information on this and the Following Pages has been Prepared N 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Assoctation 


On June 5, 1929 


the United States. That interest 
in this subject and the very im- 
portant questions asked is keen is 
manifested by the splendid re- 
turns already received by the ex- 
ecutive offices nearly 250 copies 
or 30% have been returned and 
the survey is only one week old. 

The merchandising survey as 
conducted by the set committee 
embraces such important and vital 
questions as “‘stenciled _ sets,” 
broadcasting of sporting events, 
premature publicity, etc. Each 
section of the committee will thor- 
oughly analyze that portion of the 
questionnaire that relates particu- 
larly to its own activity. Com- 
plete recommendations by the 
committee will be made at the 
February convention. 

The vigilance and other com- 
mittees of the Radio Wholesalers 
Association are showing splendid 


Roy Thomas, Vice-Pres. 
Los Angeles 


Chas. Gomprecht, Vice-Pres. 
Philadelphia 


H. G. Erstrom 


Executive Sec.-Treas. 


Michael Ert, Pres. F.R.T.A. 
Milwaukee 


PF. Connell, Vice-Pres. 
Indianapolis 








2 


results from their activities. The 
traffic committee, of which Fran- 
cis E. Stern, Hartford, is chair- 
man is actively at work on secur- 
ing further reductions in freight 
rates for the benefit of our mem- 
bers. They already have secured 
freight reductions amounting to 
well over a million dollars a year 
that will be in effect approximately 
January 1, 1930. 

Complete reports of all of the 
committees’ activities will be 
written up beforehand, available 
for the attending members at the 
Convention. 


t 


R. W. A. 


* 


New Members 

The executive offices of the 
R. W. A. announce the accept- 
ance to membership of the Stan- 
ton Motor Co., Columbus, O., and 
the MacGregor Radio Corp., of 
New Haven, Conn. 





You can get nine ’rahs for radio any time from these three boys, because 
that is the department they are in at the Wm. Hall Electric Co., a division of 


the M. D. Larkin Co., Dayton, O. 
ager; Clarence Wallenkamp, and T. 


Left to right: F. J. 
Brayden 


Jacobson, radio man- 
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in 
Uniform High Quality 
Every radio manufac- 
turér must give full re- 
cognition to the funda- 
mentals on which all 


have carried the Perry- 
man Tubes since they 
were first put on the 
market, and whose or- 


of Produet Bringing 














business is built: a good Even Greater Net Profits ganizations are in har- 
product; a clearly de- mony with these funda- 
signed sales policy which to Dealers and Jobbers mentals, reflect in their 
provides fair profit for cost records the inevi- 
jobber and dealer; and table result of such/a 
ample financial backing policy—greater net pro- 
and courage to continue fits on Perryman Tubes. 
such a policy in face of every condition. Because these basic principles—high quality of pred- 


' Feom the day of its inception, when radio was still uct and a definite sales policy—are deep-rooted in the 
young, the Perryman Electric Co., Inc., has stead- entire Perryman organization, and because they Haye — 


and successfully maintained these basic ele- been operating long enough to prove their; value to 
as their business platform. jobbers and dealers, 1930 opens even greater oppor- 
tunities for profit on the Perryman Line. 





RADIO (fF) TUBES 
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Ask the service man, 
he knows 


“The De Forest radio tube surpasses every 
known make,” 


—says Joel J. Michaels, Executive 
Chairman, Citizens’ Radio Committee 


This is one of the many 
unsolicited letters we 
have received from serv- 
ice men the country 
over. 











he Foust ruvions 


DE FOREST RADIO CO. PASSAIC, NEW JERSEY 


= -———~ 























R.W.A. Preliminary Conven- 
tion Plans 

Preliminary convention plans 
governing the second annual con- 
vention of the Radio Wholesalers 
Association to be held concurrent- 
ly with the fourth annual conven- 
tion of the National Federation of 
Radio Associations call for the 
holding of the meetings for the 
committees on February 9. At 
this time also, the board of direc- 
tors will hold an important meet- 
ing preparing the way for a 
“down-to-facts” convention. The 
two days of the convention, Feb- 
ruary 10 and 11, will be devoted 
exclusively to business problems 
of the wholesaler; a portion of 
that time will be in connection 
with the National Federation of 
Radio Associations in the solution 
of the general industry problems. 
There will be no speeches at the 
convention with the exception of 
the banquet on Monday evening, 
February 10. 

Committee reports will be given 
and round table discussions held 
on various subjects. It is planned 
to make these round table discus- 


| sions brim full of ideas as to the 


methods of operation by the most 
successful wholesalers throughout 
the country. 

President Peter Sampson re- 
ports an early interest by mem- 
bers of the Association in the 
coming convention and looks for- 
ward to a 100% attendance on 
the part of the members. The 
convention by being a. strictly 
business session will attract the 


| busy executives of the radio in- 
| dustry. 


* * * 


| N. F. R. A. Preliminary Con- 


vention Plans 

The fourth annual convention 
of the National Federation of Ra- 
dio Associations will be held in 
Cleveland, February 10 and 11 at 
the Hotel Statler. The day pre- 
ceding the convention will be de- 
voted to committee meetings and 
board meetings in order to start 
the convention in the business-like 
manner which it is to assume. 
Nearly the entire portion of the 
two days will be devoted to sep- 
arate meetings by retailers and 
wholesalers for a discussion of the 
problems affecting their particu- 
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(This message to retailers is appearing in all 
radio trade and business papers for January) 





6s 
Mv ajestic retailers 


and their salesmen who are 
attending the Majestic Sales 
School in the Hotel Stevens, 
Chicago, are adding at least 
100% to their present selling 
ability. Your distributor has 


registration blanks.”’ 


Cs» Ohare! 


Vice President and Treasurer 


GRIGSBY-GRUNOW COMPANY, CHICAGO, U.S.A. 


World’s Largest Manufacturers of Complete Radio Receivers 


Makers of 
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lar phase of the industry. Round 
table discussions on retailer’s cost 
of doing business, cost accounting 
systems, finance plans, sales cam- 
paigns and many other items will 
be discussed by the leading re- 
tailers in the radio field present 
at the meeting and in exchanging 
advice and information. It is 
planned that these round table 
discussions will be under the di- 
rection of the retail members of 
the board of directors of the Fed- 
eration headed by Henry M. 
Steussy of Milwaukee, chairman 
of the retailers group. The 
“down-to-fact” program will be 
emphasized in the meetings of the 
Federation as well as the Radio 
Wholesalers Association. 

Monday evening, February 10, 
will be devoted to a banquet with 
short speeches and erftertainment 
following. ‘Tuesday evening will 
be the annual dinner and enter- 
tainment. The Ohio Radio Trade 
Association, who the official 
hosts of the coming convention, 
is arranging some very elaborate 


is 


plans for the entertainment of 

its guests during this period. 
President Michael Ert of Mil- 

waukee reports keen interest in 


the Federation activities by mem- 
bers as far west as San Francisco 
and as far east as New York who 
plan on bringing their full quota 
of delegates to the convention. 
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St. Louis Association Con- 
ducts Sales School 


The St. Louis Radio Trades As- 
sociation has just completed its 
most recent and most outstanding 
activity, “A Salesman’s Training 
School.” 

There being no precedent to 
guide the association in the adop- 
tion of this plan, a committee was 
formed, namely Fred A. Wiebe, 
George H. Niekamp and Harold J. 
Wrape, jobbers, George Gaertner 
and Arthur C. Brandt, dealers, 
they to work out the details for a 
sales school and secure an instruc- 
tor. 

The details as worked out by 
the committee called for a_ six 
weeks’ school of day classes for 
men engaged in radio retail sell- 
ing and evening classes for men 
interested in training to enter the 
direct sales field. The classes were 
held three mornings from 8:00 to 
9:30 and three afternoons from 
4:30 to 6:00 each week, during the 
six weeks for men employed by 
retailers, and each evening from 
6:30 to 8:00 for men desiring to 
become salesmen. On Wednesday 
evening each week during the 
course a class was conducted for 
all employees of wholesale and 
retail firms who have any contact 
with the customers. This class 
included telephone operators, cred- 


it men, claim adjustors, service- 
men, collectors, delivery men, etc., 
any of whom might make or break 
a salesman’s work or any one of 
whom could win or lose customers 
and good-will in the course of 
their daily work. The contact 
group were schooled in their rela- 
tionship to sales and proper mer- 
chandising and the importance of 
each job to the firm’s success. 

The school was conducted by 
George W. Allison, who had been 
conducting the sales education and 
research department for a number 
of specialty appliance manufactur- 
ers during the past 20 years. 

Some interesting statistics on 
the course are these: Period of 
course six weeks, five and one- 
half days a week; firms repre- 
sented 46; number of students 
418; number of classes conducted 
66; number of hours required 99; 
number of students in attendance 
75% of classes 306, and expense 
of school in full approximately 
$5,000.00. 

All firms having men enrolled 
underwrote in advance any differ- 
ence in budget and receipts. 

At the banquet held at the close 
of the school 293 students present- 
ed Mr. Allison with testimonial 
letters of appreciation. 

A follow-up being worked 
out by the Association to check 
the results obtained when the 


is 
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Perryman 
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in that district, reading from 
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Orleans distributors of Per- 
} Electric 
New Orleans radio dealers and service men pictured above 
at a dinner recently held at the Jung Hotel, New Orleans. 
M. Martin Kallman, special representative of the Perryman 
Electric Company, pointed out the growing importance of 
business to the radio dealer, stating that it had 
grown from $6,000,000 in 1922 to $110,000,000 in 1928. 

The guests of the Perryman Electric Company and the 
Holmes Company, distributors of Perryman Tubes 
left 


Lambert, Maison 
Co., entertained Casso, Jr., Pelican 
D. H. Holmes C« 
Holmes Co.; M. 

Swayze, The Time 
son Distributing C« 
radio engineer; L. 
Haverty Furniture 
Wm. F. Videlange, 
ler, D. H. Holmes. 


to night: J. R. 





man; J. Nichols, Jackson, Miss., 


fe 


' 


Blanche; James E. Conner, Philco; L. 
Radio Shop; Richard Landry; C. Hart- 
“Edison”; Frank C. Craig, 
Billiet, manager, Radio Dept., 
Martin Kallman, Perryman; Nelson R. 
s Picayune; H. E. Porter, manager, Edi- 
.; S. Glynn, Glynn Co.; Winn R. Salathe, 
L. Salathe, radio engineer; R. L. Barrios, 
Co.; A. L. Mut, Haverty Furniture Co.; 
Haverty Furniture Co., and A. R. Hors- 
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@ILC) LAMPS BECOME 


LAMPS 


For twenty-five years, Nilco Incandescent Lamps have 
enjoyed the confidence of their users. Through merit 
these silent servants have won a place in thousands of 
homes. 









Sylvania Tubes, by the same merits have won 
equal confidence. 






And now—these two being of one family, 
Nilco Lamps become Sylvania Lamps, 
identified by the nationally known trade 
mark of the Flashing S, on a Green 
Oak Leaf. ’ 


Millions have heard the broadcast L 

program of the Sylvania Foresters 
for several years, 
have seen the Flash- 
ing S—in news 
papers and maga- 
zines and on bill 
boards and dealers’ 
windows. 


The thousands of 
dealers who respect 
the name of Nilco 
may expect con 
tinued excellence 
and even greater 
prestige under the 
Sylvania name. 

































MANUFACTURED BY 


NILCO LAMP WORKS, INC. 


Emporium, Pennsylvania 


LICENSED UNDER GENERAL ELECTRIC COM. 
PANY’S INCANDESCENT LAMP PATENTS. 
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YOU ARE 
WANTED 


at the 


Fourth Annual 
Convention 
of the 


National Federation 
of Radio Associations 


and the 


Radio Wholesalers 


Association 


at the 


HOTEL STATLER 
CLEVELAND, OHIO 


February 10-11, 1930 


ew? 


THIS INVITATION 
is extended to all Individual Radio Deal- 


ers, Wholesalers, Manufacturers, Broad- 
casters and the Press, as well as to all 
State and Territorial Radio Trade 
Associations. 


THIS WILL BE 


” 


a “down-to-facts” convention that will 
get at the vital problems of our industry. 
Retailers and Wholesalers will all have 
their round-table sessions at which prob- 
lems pertinent to the group concerned 
will be discussed. 


TISE MEN WHO SET 
THE PACE 


The very leaders of our industry will all 
be*there. Do not miss this opportunity 
to meet them “man-to-man” and talk 
it over. 


RaAoio 


HOLESALERS 
SSOCIATIO 











This space donated through the courtesy of 
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teachings are practiced by the men 
who attended school. A_ book 
study and lecture club on sales 
work is being organized for sales- 
men of Association members to 
meet once a month or more for 
study and discussion, exchange of 
ideas and dissemination of propa- 
ganda to educate the salesmen in 
the direction of cleaner tactics and 
merchandising methods, etc. All 
this it is hoped will help eliminate 
some of the evil of trade-ins, etc. 

The St. Louis Radio Trades As- 
sociation expects to conduct 
another sales school in 1930 and 
from the experience gained it will 
probably be on a more elaborate 


basis. 
* * * 


Who Can Beat It? 

O. J. Loersch, of the Buffalo 
Talking Machine Co., and Walter 
Dossert of the Philco Buffalo Dis- 
tributing Co., have hung up a new 
record for sales of radio tubes that 
is something for wholesaler’s men 
to shoot at. 

Teamed together for a five-week 
drive ending November 1, they 
sold 14,637 Sylvania radio tubes 
in the Buffalo territory. 

“We claim this to be a new 
two-man world’s record,” says 
Fred Strayer, Sylvania sales man- 
ager. “It is a striking achieve- 
ment, especially in view of the 
fact that individual sales mostly 
were to average size dealers with 
average needs, and not an effort 
concentrated among the big re- 
tailers. We shall consider it a 
world’s record until proof is avail- 
able that some super-super team 
has broken it.” 

* * * 


Arrangements Made for Big 


Sports Broadcasts 

Sporting events, such as base 
ball, boxing contests and foot ball, 
will be a major ‘feature of 1930 
radio broadcast entertainment. 
Sports broadcasts have proved so 
popular that broadcasting inter- 
ests, the national chains, and also 
local stations, are making plans 
for more extensive broadcasting 
programs. 

Radio interests, including broad- 
casting, manufacturing and dis- 
tributing branches of the radio 
industry, have been cooperating 
and consulting recently in con- 
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nection with the broadcasting of 
major sports features. Officers of 
the two great national broadcast- 
ing chains, the National Broad- 
casting Co. and the Columbia 
Broadcasting System; the Nation- 
al Association of Broadcasters, the 
Radio Manufacturers Association, 
and the National Federation of 
Radio Associations, the latter of 
jobbers and dealers, have been in 
consultation and gathering infor- 
mation regarding the broadcasting 
of major sports. 

Every important national sport- 
ing event with a nation-wide ap- 
peal will be broadcast to the radio 
public, according to information 
received by B. G. Erskine of 
Emporium, Pa., chairman of the 
broadcasting committee of the 
Radio Manufacturers Association, 
who participated in the industry 
conferences on broadcasting. 

a, 
Kansas City Revises 
Standards 

Nearly three years ago, in co- 
operation with the local Better 
Business Bureau, the Electric and 
Radio Association of Kansas City, 
adopted standards for radio adver- 
tising. 

Since then, radio conditions have 
changed ‘sufficiently to cause a 
need for a revision of those stand- 
ards. 

In working out such a revision, 
the latest standards of other cities 
were studied carefully. The best 
of these was taken and, in connec- 
tion with new material worked out 
by a special committee, was used 
in formulating the revised stand- 
ards. 

These, with slight modifications, 
were adopted as described in a 
printed pamphlet containing the 
revised standards. 

The Radio Division of the As- 
sociation and the Better Business 
Bureau expect these new stand- 
ards to exert a constructive influ- 
ence in connection with radio ad- 
vertising and selling in Kansas 
City and at least a portion of its 
trade territory. 

‘« 2 


Methot Visits Chicago 
C. H. Methot, general manager 
of the Manhattan Electrical Sup- 
ply Co., New York, visited Chi- 
cago in December. 














TELL YOUR CUSTOMERS TO 


nT ASE EVER 












NIT 
UNION CARBIDE AND 


VEREADY 
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ER 224 
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TELL your customers not to miss 
the full enjoyment that radio can 
give in these winter months. Pro- 
grams are at their best. The air is 
clear and free from static. Distant 
stations come in like locals when 
receiving tubes are new Eveready 


Raytheons—packed with power. 


Have your service man put a 
new Eveready Raytheon in each 
socket of your customers’ receiv- 
ers and note the vast improve- 
ment. You can profit from this 
better performance. More power, 
increased distance, better tone and 
quicker action—these are reported 
by people everywhere, using 
Eveready Raytheons in their 
present receivers. 

Improved performance means 
more sales for you, quicker stock 
turn, more pleased customers. Push 
Eveready Raytheons in complete 


sets for replacement. 











YOU can hear the difference with 
Eveready Raytheons—and see the 
reason. Look at the diagram on 
this page. See the solid, four- 
cornered glass stem, supporting 
the four rigid pillars which hold 
the elements. Notice how this 
4-Pillar construction is braced at 


the top by a stiff mica plate. 


Eveready Raytheons give better 
reception because they are stronger 
... immune to the hazards of ship- 
ment and handling which endan- 
ger the performance of ordinary 
tubes. The unusual precision with 
which Eveready Raytheons are 
built is safeguarded by their 
4-Pillar construction. With Ever- 
eady Raytheons only can you get 
all the advantages of this superior 
construction, for it is patented 


and exclusive. 


Eveready Raytheons come in all 
types, for A.C. and battery-oper- 


ated receivers. 


RAYTHEON 


OF THEIR PRESENT RECEIVERS 


; 
a. 
* 





























IN EACH 
SOCKET 
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WRITE FOR THESE STRIKING™ 


EVEREADY RAYTHEON DISPLAYS 


YOU can have this helpful counter display 

EVE READY by writing to the nearest branch of the 
RAYTH FON National Carbon Co., Inc. There is also a 
| five-piece window display which tells your 

4-Pillar Tubes customers that you sell better tube per- 


a formance— Eveready Raytheon perform- 


{ / ,. b en 
EVEREADY © ~ EVEREADY ~ SS 
_ RAYTHEON — the characteristics of various types of tubes, 












ance. There is a muslin wall chart showing 


and a tube register showing types of tubes 
required for various sets. You can hang this 
chart in a prominent location where it will 
help both you and your customers. 
_ Eveready Raytheon Tubes are selling 
ie fast with distribution through a selected 
! : | Anchored 4 Points number of jobbers, conveniently lo- 
Construction § 1 4 iE 3 Top and Bottom cated. Ask your jobber or write us now 


for the names of-our jobbers near you. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago, Kansas City, New York, San Francisco 


Unit of Union Carbide “ and Carbon Corporation 


7 EVERFADY | 
RAY THEON 


Trade-marks 
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William O. Schoning, treasurer and 
general manager of the Lukko Co., 
Chicago, has been in the radio business 
for the past seven years and is very 
well known among the radio dealers 
and jobbers in the Chicago territory. 
Before his connection with the Lukko 
Co., Mr. Schoning spent several years 
with the Western Electric Co. 













































Monthly Salesmen’s 
Contests 

(Continued from Page 11) 
season there are usually special 
contests which further stimulate 
the salesmen and if there seems 
to be a special call or need for 
further activity during the year 
along the line of selling contests, 
it is forthcoming. 

It should be mentioned, per- 
haps, that salesmen are paid sal- 
ary and bonus. Their drawing 
accounts are liberal and are based 


on the conditions in the terri- 

tories where they work and also + 'T@)P IQ40 
according to the amount of busi- , 

ness secured. As a Salesman’s WITH THE ~ YEAR GUARANTEE 
regular sales shoot upward, his « 

drawing account is increased ac- 
cordingly. 

When it comes to advertising, 
to back up these sales activities, 
one of the most interesting and 
effective forms of publicity used 
by this enterprising firm is a 
house organ called “The Silver 


EADY—with an even more complete line. 
Ready—with new advertising and sales helps. 
Ready—as always, with the exclusive Emerson 5- 
year guarantee—and the exclusive stationary shaft 





Hilt.” This is a monthly, eight in A. C. models. 
pages and cover, five and a half Start the year off right by closing up your 1930 
inches wide by seven and three- ' 


fan contracts early—now! 


fourth inches deep. The cover is ; 
printed in two colors. Inside] THE EMERSON ELECTRIC MFG. CO., 2018 Washington Ave., Saint Louis 
pages are brightened with fre- 806 W. Washington Blvd., Chicago 50 Church Street, New York City 


quent half tones and the whole 
publication has the appearance of 
a high class magazine. 

On the cover is printed a slogan 
which gives the key note to the 
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HOTEL 
NEW 
YORKER 


Eighth Avenue and 
Thirty-Fourth Street 


New York City 


New Yorker Hotel Corp. 
Owners 
Sugarman and Berger 
Architects 


C. E. Smith 
Consulting Engineer 


seep, Sh ae 


Mack Kanner 


General Contractor 


Jandous Electric Equipment Co. 
Electrical Contractors 


Equipped throughout with 
ee EPEN 
IRING L/EVICES 


Henry D. Sears 


General Sales Agent 
80 Boylston St. 
Boston, Mass. 





Tallest hotel in the world (43 stories) 
Largest hotel in Manhattan (2500 rooms) 











relzM 


FRETZ-MOON TUBE CO., Inc., Butler, Pa. 











isctiietie: for years in 
the production of good 
conduit—the result, quality. 





RIGID 


CONDUIT 























whole establishment—‘“It Can Be 
Done.” 

Features in the house organ in- 
clude a number of newsy ideas 
that other jobbers might use. One 
of these is a page devoted to 
“Champions of the Industry.” 
These are retail dealers, of course. 
About three men are played up 
on this page each issue with pen 
and ink drawing and with snappy 
copy. Here is the sort of copy 
generally used—this being taken 
from a recent issue: 

“Frank Belles. His champion- 
ship qualifications are that he is 
the heaviest catfish eater in 
Fresno. When in Fresno you can 
always find him eating catfish or 
selling a Lyric radio, for these are 
his two hobbies. Frank has been 
in the music business in Fresno 
for 20 years. He is president of 
the Frank Belles Music Com- 
pany.” 

Another feature consists in news 
stories regarding important devel- 
opments in the territory with 
which Listenwalter & Gough have 
something to do. For instance, 
when the beautiful Beverly Hills 
Hotel was greatly improved re- 
cently, “The Silver Hilt” had a 
two page story on the proposition 
in which preetings were extended 
to the new manager, Leon Brooks. 
And so on. 

Along the line of advertising, 
too, is the offering of prizes every 
now and then for those dealers 
who use the most effective win- 
dow trims featuring goods sold 
by the concern or who have the 
most attractive interior displays 
of the company’s goods, etc. 

Each year there are Christmas 
contests, June bride contests, and 
so on. 

At the present time the concern 
has 80 employes. Just recently, 
with the opening of the new ad- 
dition to the establishment, a new 
line of goods has been added. 
This is golf supplies, which are 
now selling at the rate of about 
$1,000 a month, with prospects of 
this volume being run up _ to 
$100,000 a year within a very 
short time. 

This line of goods is being 
strongly pushed by means of of- 
fering prizes for golf tournaments 
staged by corporations. These 
prizes will be golf bags, clubs, 
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Now! You can meet safety 
efficiency demands ::: © 


PROTEX 


A Shock-Proof # ¢ @ 











@ @ @ Extension Lamp 





Here is a portable extension lamp 
which may be subjected to abuse 
of all kinds in factories, garages, 
or homes. PROTEX lamps mini- 
mize fire and electrical hazards and 
are a most profitable item for job- 
bers and their salesmen to sell. 









ay 
Tr 





PGH 


VAPROTEX | - 


A Safe vapor-proof 





@ Extension Lamp ¢ ¢ 





Used chiefly to avoid explosion and combustion, which may 
be caused by arcs forming in the socket, wiring, or lamp. 
VAPROTEX extension lamps with vaporproof features 
prevent danger where moisture, gases, acid fumes, dust 
and other hazards exist. These lamps are of unusual 
strength and durability. Handle made of rubber—SAFE 
for use under all conditions. 


SAFEWAY ATTACHMENT PLUG 


UNBREAKABLE AND SHOCK-PROOF 


Made of rubber, they will fit standard wall sockets and may be attached to any portable electric 
device. Safeway plugs prevent broken cords and burned hands. 


shipped in attractive cartons, suitable for counter display. 


Insurance against Accident and Fires manatee 


These are the big selling points for you, 
and you provide absolutely safe extension 


light service for your customers. 


Factories, mills, shops, garages, homes, 
etc. are your prospects. 


good. 





Packed 12 to a box and 


Write for descriptive folders for 
1930 customer distribution. 









































PGH-S 


Handle is made of high grade 
rubber compound and_ fur- 
nishes complete electrical pro- 
tection . . . Covers the lamp 
socket and terminals. All strain is removed 
from the socket and terminals by a seat inside 
the handle which acts as a cord grip. This 
pliant rubber handle also protects the lamp bulb 
against breakage. 








The profits are 





DANIEL WOODHEAD CO. 








15 No. Jefferson St. 





Chicago, Ill. 7 
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Some of the corpora- 
tions holding tournaments for 
which the concern has put up 
prizes are Union Oil Company, 
Standard Oil of California, and 
so on. 

“We are catering to the man 
of modest income—the golfer who 
plays on the municipal links—the 
man who doesn’t belong to a 
country club,” said James S. Ad- 
dis, sales manager of the supply 
department. “He is the biggest 
factor in golf these days and we 
believe that the numbers of such 
players are bound to increase tre- 
mendously. And this thing of 
offering prizes for corporation golf 
tournaments is the best plan we 
know of for doing so.” 

Salesmen’s meetings are held 
under the direction of Mr. Addis 
every Saturday morning at the 
plant and these meetings are care- 
fully planned in advance so as 
to make them interesting and 


valuable to all of the men present. 
* * * 


Publicity Methods that Assist 
Sales 
(Continued from Page 6) 

need for goods supplied by a cer- 
tain firm, and the first name to 
pop into your mind will be the one 
that has been impressed there from 
the six, eight, ten or twelve 
messages. 

It is, therefore, plain to be seen 
that in order to secure results 
from direct-by-mail advertising, 
that it is necessary to keep ever- 
lastingly at it. 

Today you do not have to per- 
suade people to buy. The one and 
only problem is to direct demand. 

Consider that in some respects 
your letter has advantages over 
the personal call. For instance, it 
will find its way into private offices 
where salesmen fear to tread. It 
does not pile up staggering ex- 
pense accounts. It pays no rail- 
road fare, taxi fare, nor hotel 
bills; neither has it heard of wine, 
women and song. 

History tells us that the first 
circular letter was written by a 
young Greek in the year 78 B. C. 

It was called a circular letter, 
because he hammered his an- 
nouncement into the surface of a 
circular stone measuring about 
three feet in diameter. (I’m not 


balls, ete. 


certain, but I believe it announced 


the opening of a new Greek res- 
taurant on Main Street.) 


The mail service was not so 
good at that time, so the young 
Greek hauled his circular letter to 
the top of a hillside, and sent it 
rolling down into the midst of the 
Rotary Club, which happened to 
be holding its regular noonday 
meeting in the Valley. 

His circular letter made quite an 
impression,—in fact, the recipients 
were fairly “taken off their feet.” 

Surely I would not want this 
article on circular letters to take 
you off your feet, but I do hope 
that I have left the thought with 
you of a sales building idea, easy 
of accomplishment. 


You can’t write a letter by rule. 
To be sincere and honest, true and 
convincing, a letter must reflect a 
personality—There are no two 
personalities alike. Where there is 
only one of a kind, you can’t make 
rules governing all. 


When you start your direct-by- 
mail campaign, just remember one 
thing—You are writing to your 
trade, comprised of people—living, 
breathing, struggling, laughing 
people. That’s all—just plain peo- 
ple like you and me. 





Man Available 
A jobber’s salesman with many 
years of experience in the field 


is available for a position. He 
is not only familiar with the sup- 
ply line but has as well specialized 
on ranges, and lighting fixtures 
both residential and commercial. 

He is located in Michigan and 
has traveled that state extensive- 
ly but would consider another 
territory. He may be reached 
through the editor of THE Jos- 
BER’S SALESMAN, 

x * x 
Believe It or Not 

The first test under practical 
dairying conditions of providing 
radio music for cows has proved 
a big success, according to off- 
cials of the Detroit:Creamery Co., 
near Mount Clemens, Mich. The 
creamery company officials bought 
loudspeakers for each of their 
barns when they noticed that the 
cows liked the music from a re- 
ceiving set installed to entertain 


the men doing the milking. Now 
all the 900 cows on the model 
farm enjoy radio programs. Dr. 


J. H. Smith, veterinarian at the 
farm, explains it increases milk 
production by taking the cows’ at- 
tention away from the milking 
process. 

















Harry Mattulke, manager of the credit department at the Falls Equipment 
Co., Buffalo, is getting a little practice before going out to tackle some of 
the slow accounts. In the background is R. Glennie, president of the com- 
pany; Nick Andritach, radio service man; Mark Rougeux, from the com- 
pany’s service department at Niagara Falls, and the fellow getting ready for 
action is Bill Hensel of the Buffalo General Electric Co. 
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SAY MOM! WILL 
YA LET ME HAVE 
THE BUSS LIGHT ? 
| WANT TO GREASE 


IM GETTING 
BLAMED TIRED OF 
HAVING THAT BUSS 
LIGHT TAKEN OFF 





MY! MY! You'D 
THINK IT WAS 
THE ONLY ONE 












NOW MOTHER! 
|1'MUST HAVE 












MY BED!!! ON EARTH, WHY THE CAR phn nt lly 
nee Wn wif MINUTE LONGER 





































/ BUT MAMMA! 
C7 | CANT SEE 
B 7 TO STUDY BY 
4 THAT OTHER 
TIN - LIGHT ! 





MAKE EV ERYBODY HAPPY | 


-BY KEEPING YOUR DEALERS REMINDED THAT THERE !tS ALWAYS 


A MARKET FOR BUSS LIGHTS - DON'T LET THEM STOP DISPLAYING 
BUSS LIGHTS JUST BECAUSE THE HOLIDAYS ARE OVER — 


THE BUSS 1S“A LIGHT OF YOUR OWN TO USE AS YOU LIKE" 

— SO LONG AS PEOPLE READ, SEW, PRIMP, SHAVE OR USE INDI — 
VIDUAL LIGHT IN ANY WAY, DEALERS CAN SELL BUSS LIGHTS 
WHEN DEALERS SELL BUSS LIGHTS - YOU CAN SELL THEM 
MORE — AND EVERYBODY'S HAPPY ! 











“%) \ BUSSMANN MFG.CO. _ ST.LOUIS 


DIVISION OF MCGRAW EBLECTRIC CORP. 
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MANUFACTURERS 


NEWS 




















Goodwin Joins Armstrong 


The board of directors of the 
Armstrong Electric & Mfg. Corp., 
Huntington, W. Va., has an- 
nounced the election of William 
IL. Goodwin as president with ex- 





W. L. Goodwin 


ecutive offices at 522 Fifth Ave., 
New York. 

Mr. Goodwin’s name for 
many years been associated with 
the electrical industry. Starting 
in business in California 30 years 
ago Mr. Goodwin developed, it is 
said, the largest electrical jobbing 
business in the United States with 
headquarters in Francisco. 
His contributions to the electrical 
industry in his native state both 
as a business man and as a leader 
in the development of business co- 
operatively, drew national atten- 
tion to him. 

Coming east under the sponsor- 
ship of the General Electric Co., 
Mr. Goodwin promoted a co-oper- 
ative merchandising plan for the 
electrical business known aS the 
“Goodwin Plan,” stimulated action 
for the improvement of electrical 
trade conditions and aroused the 
leaders of all branches of the in- 
dustry to their common concern 
in market development. This pio- 
neer work fostered by the trade 


has 


San 


press and the associations of the 
industry and trade led to the elec- 
tion of Mr. Goodwin as operating 
vice president of The Society for 
Electrical Development. From 
this position he resigned three 
years ago to undertake private 
business as a merchandising coun- 
sellor as president of the firm of 
Goodwin, Morton and_ Badrian, 
Inc. 

William L. Goodwin brings to 
his new work’ as president of the 
Armstrong Electric and Manufac- 
turing Corp., not only a ripened 
business experience but an enthu- 
siasm for the electrical business to 
which he has already made a 
unique contribution in  co-oper- 
ative business development. 

* * * 


Stanley Works Forms 
New Company 

The Stanley Works, New Brit- 
ain, Conn., announces the forma- 
tion of the Stanley Electric Tool 
Co. This new company will man- 
ufacture and distribute the elec- 
trically operated hand tools de- 
veloped by the Stanley Rule & 
Level Co. 

The recent purchase of the 
Unishear Co., New York, adds to 
this list of products a complete 
line of motor powered shears. An- 
other company recently acquired 
is the Ajax Electric Hammer 
Corp., of New York City, which 
has for some time manufactured 
and sold Ajax electric hammers 
and bits. 

* = 


N. E. M. A. to Meet 


The National Electrical Manu- 
facturers Association announces 
that it will hold its mid-winter 


meeting the week of January 20, 
1930, at N.E.M.A. headquarters, 
the Lighting Institute in the Grand 
Central Palace, and the Hotel 
Commodore, New York. A large 
attendance is expected at this 


meeting, which will include repre- 
sentatives from all of the supply 
sections and most of the appara- 


tus sections. A general session 
is scheduled for Tuesday, Janu- 
ary 21, at the Lighting Institute. 

A meeting of the Section Coun- 
cil, composed of all section chair- 
men, will be held early in the 
week. The dinner meeting of the 
Association will be held at the 
Hotel Commodore. 

* * * 


Shreve Advanced by G. E. 


E. O. Shreve, manager of the 
industrial department of the Gen- 
eral Electric Co., Schenectady, has 
been appointed assistant  vice- 
president on the staff of vice- 
president J. G. Barry., according 
to recent announcement made by 
Gerard Swope, president of the 
company. William W. Miller, as- 
sistant manager of the industrial 
department, has been appointed 
manager of that department, by 
vice-president J. G. Barry, to 
succeed Mr. Shreve. 








oe * a pyeema ety 
“HE EI oat 





The most famous spot in “ole Vir- 
ginny” is the background for this 
snapshot of A. N. Hyams, Pittsburgh 
representative of the Wadsworth Elec- 
tric Mfg. Co., Covington, Ky., standing 
at the left, and H. L. West, Pittsburgh 
representative of the Bryant Electric 
Co., Bridgeport, Conn. Both men vis- 
ited Mount Vernon while touring the 
eastern part of the country. 
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A NEW CREATION 


































FoR THE NEW YEAR 


Tre LA SALLE 


Moderne 





IN 
SNOW WHITE 


ETCHED—CLEAR LINE 


OR 
SNOW WHITE 
DECORATED 


Black or C ] 
olors n the large and small store, 


the hotel and restaurant and 
in shops of every character 
Inland’s new ‘“‘LaSalle”’ will 
sparkle new life when it casts 
its graceful spell from over- 
head. 


Jobbers’ salesmen will 
beam with satisfaction when 
they see the “‘LaSalle’”’. This 
new creation is now ready 
for delivery. Inland distri- 
butors throughout the coun- 
try are displaying the ‘“‘La 
Salle.” 





INLAND GLASS WORKS, Inc. 
CHICAGO, ILL. 
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THE LARGEST EST 
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1 DOMINICK ST. 


A FUSE THAT 


SHOWS WHEN 





Your customer knows—Just when 
it blows,—if it’s a Kirkman fuse. 
Link is made of an alloy that clouds 
the mica when it blows, showing 
immediately which fuse needs re- 
placing. 











@ 
FUSE broil 


K © “he fuse 


Comes in handy sales unit of five in 
a box—ideal package for jobber, 
dealer and user. Easy to pack, easy 
to ship and easy to store. Capacities 
are plainly marked and, of course, 
the fuse is approved by Under- 
writers’ Laboratories. Write today 
for full particulars on the Kirkman 
line. 

Fuse Plugs NECS Fuses 

Auto Fuses Ground Clamp 

Open Link Fuse 


KIRKMAN ENGINEERING 


CORPORATION 





NEW YORK, N. Y. 





E. C. Otto of Crouse Hinds Co., on 
the left, and D. J. Underwood of the 
same organization are enjoying a view 
of Niagara Falls. Both claim their 
wives are with them but they must 
have hidden them behind trees in this 
picture. 





Changes in Lamp 
Personnel 
T. W. Frech, general manager of 


| the National Lamp Works and the 
| Edison Division of the General 


Electric Co., has resigned from the 


| company and J. S. Kewley, better 
' known as “Judge” 


Kewley, has 
been appointed acting general 
manager. The “Judge” who is 
widely known in the lamp business 


| was formerly general manager of 


| the National Lamp Works. 


M. L. 
(Mike) Sloan has been appointed 
assistant to Kewley. 

FE. E. Potter has been made gen- 
eral manager of the Edison Divi- 
sion replacing George Osborne 
who has resigned. 

* * * 
What We May Expect 

A. W. Robertson, chairman of 
the board, Westinghouse Electric 
& Mfg. Co., has made the follow- 
ing statement: 

“1929 brought the _ electrical 
manufacturing industry the largest 
volume of business that it has ever 
enjoyed. The sales of the larger 
electrical manufacturing companies 
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showed an increase of about 30 
per cent over those of 1928, which 
was itself a record-breaking year, 
and many smaller manufacturers 
did even better. Earnings also in- 
creased as the result of manufac- 
turing improvements introduced 
during the past few years. 
“During 1930, there will prob- 
ably be a falling off in the demand 
for certain lines, as the effect of 
the recent fall in security values 
will undoubtedly be felt to some 
extent; but on the other hand, the 
general economic situation is thor- 
oughly sound and the movement 
to stabilize business, being carried 
out by American industries under 
the leadership of President Hoover, 
will probably tend to prevent any 
great recession, especially for the 
electrical manufacturing industry, 
because the use of electricity is 
now so general that this industry 
benefits by constructive activity in 


almost every field.” 
* * * 


“Nine Men and One Woman” 


That is the title of a most in- 
teresting booklet published by the 
Standard Electric Stove Co., To- 
ledo, for the information of elec- 
tric appliance wholesalers, dealers, 


and their salesmen. 
xk * x 


Gulbransen Appoints 
Seven Jobbers 


The radio division of the Gul- 
bransen Co., Chicago, announces 
the appointment of the following 
new jobbers in seven of the larger 
distribution centers of the coun- 
try: Braiterman Fedder Co., Balti- 
more; George Byers & Sons Co., 
Columbus, O.; Colonial Electric 
Supply Co., Philadelphia; North 
Coast Electric Co., Portland, Ore- 
gon, and Seattle and Tacoma, 
Washington ; Smith-Hassler-Sturm 
Co., Indianapolis. 














Another new plant has been completed by Sylvania Products Co., at Em- 


porium, Pa. 
over 100,000 sq. ft. of space. 


The new factory building is three stories in height and contains 
An ingenious conveyor system has been devised, 


an employ ees’ restaurant included, and a fully equipped hospital bay provided 
for. This building will house over 1,000 employees. 
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Renewable 


Ag ain! A Group of Buildings 
Completely Equipped With 


| TRICO 


USES 


They’re ‘‘Powder-Packed”’ 


Jobbers’ salesmen are steadily increasing 





TRICO Equipped Group of Buildings 
in Cedar Rapids, lowa 


Hotel Roosevelt 
Architect—Herbert B. Beidler, 
Chicago 
General Contractor—O. F. Paulson 
Construction Co., Cedar Rapids 


Iowa Theatre 

Architect—Geo. L. Fisher, 
Omaha 
General Contractor—O. F. Paulson 
Construction Co., Cedar Rapids 
3 Consistory Building 

Architect—W. J. Brown, Cedar 
Rapids 
General Contractor—Loomis Bros., 
Cedar Rapids 


Robertson Electric 





4. Memorial Building 


Architects—W. J. Brown and 
H. E. Hunter, Cedar Rapids 
General Contractor—O. F. 
Construction Co., Cedar Rapids 


5 Shrine Temple 


Architect—R. F. Moore, Cedar 


Rapids 


General Contractor—O. F. Paulson 
Construction Co., Cedar Rapids 


6 Capitol Theatre 


Architects—Peacock & Frank, 


Milwaukee 


General Contractor—Theo. 
Construction Co., Cedar Rapids 


Electrical Contractor for all these 


buildings 


Co., Cedar Rapids 





their business and income with the TRICO 
Renewable Fuse. They find it easier and 
more simple to sell, because contractors and 
users of TRICO recognize its dependability 
and economical performance. No other re- 
newable fuse offers the exclusive features 


found only in TRICO. 


Money-Saving TRICO Factors 


No Premature Blowings 

No Unnecessary Shutdowns 
No Oxidized Contacts 

No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 

Time Lag 


Paulson 


And they cost no more than other 
makes of renewable fuses 


Free Samples on Request 
Stark 


Milwaukee, Wis. 





Approved by 
Underwriters’ 
Laboratories 


TRICO FUSE MFG. CO., 1004 McKinley Ave. 





FUSES—FUSE PULLERS 
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“It has a grip like its namesake”’ 















Bull ul MARK 
REGISTERED og 


Split Knobs 
"Trese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 








Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 








+ ilies 


'to take care of its rapid expansion 


cently 


| space, 
| the manufacture of electrical con- 


Ayers Joins Sprague 
Robert C. Sprague, president of 
the Sprague Specialties Co., Quin- 
‘cy, Mass., manufacturers of con- 
densers, announces that in order 


in business, this company has re- 
purchased a new plant, 
containing 120,000 sq. ft. of floor 
to be used exclusively for 


densers of all types. 

In line with this expansion, he 
also has announced the appoint- 
ment of A. b. Ayers, general sales 
manager, in charge of all American 
and Foreign sales, advertising and 
publicity. While Mr. Ayers has 
retired from an active part in 
the Ayers-Lyon Corp., he still re- 
tains his stock and treasurership 
in that organization. 

i a. 
The Business Outlook 
for 1930 

Gerard Swope, president, Gen- 

eral Electric Co., Schenectady, 


_has made the following statement 


on the business outlook for 1930: 
“The progress in the electrical 
manufacturing industry during 
1929 has been very satisfactory in 
every direction. A new record 
of sales was established, the in- 
crease over 1928 being approxi- 
mately 34 per cent. There has 
been a very substantial increase 
in the use of electric current in 
the homes and in every field of 


human endeavor. It is remark- 
able how this increase continues 
from year to year. 

“Distinct progress has_ been 
made in the initiation of plans for 
the electrification of railroads and 
we look forward to still greater 
development in this direction in 
the near future. Developments 
in electric appliances are proceed- 
ing at a rapid rate and new uses 
are constantly being found for elec- 
tricity, which constantly widens the 
field of the electrical manufacturer. 

“With this expansion and de- 
velopment in the industry, we 
look with confidence to a satisfac- 
tory business throughout 1930, 
with adequate earnings and steady 
employment for labor.” 

¢ + + 
Maher Joins Jefferson 

Edwin R. Maher has joined the 
sales force of the Jefferson Elec- 
tric Co., Chicago, and will travel 
out of its Cleveland office. 

Mr. Maher was connected with 
the Facto Auto Body Co., and the 
Colonial Steel Co., both of Cleve- 
land, before his connection with 
Jefferson. 

* * * 
Wagner Moves 
Chicago Office 

The Wagner Electric Corp., St. 
i.ouis, announces the removal of 
its Chicago sales office and service 
station to 1935 Indiana Ave., Chi- 
cago. 











The Beaver Manufacturing Co., 
addition to its plant as shown above. 


Newark, N. 





J., has just completed a new 
This addition increases the floor space 


| available for the manufacture of the Beaver line of wiring devices and is de- 


signed to facilitate service and delivery. 
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Nofuz Panelboards—the Tinker-proof Control 






































Nofuz Safety and Convenience 
Means More Sales for You 


HE safety and convenience ad- 

vantages of Westinghouse No- 

fuz panelboards mean more business 

for contractors and greater panel- 
board sales for you. 


There are no fuses to change, because 
a circuit-breaker replaces both switch 
and fuse in the branch circuits. Any- 
one can reclose the breaker and re- 
store service with perfect safety—it 
is not necessary to await an electri- 
cian. Inverse-time-limit character- 
istics permit momentary overloads. 


Perfect safety to the wiring and oper- 
ator are assured at all times because 


the breaker calibration cannot be al- 
tered nor the breaker action blocked. 
The circuit cannot be held closed 
against an abnormal overload or 
short circuit. And the breaker will 
open a circuit adjusted for 5000 
amperes without a flash. 


If you are not familiar with this panel- 
board, which can be used in homes, 
large buildings and industrial plants, 


ask the nearest Westinghouse 
office for complete information. 


WESTINGHOUSE ELECTRIC & MFG. COMPANY 
EAST PITTSBURGH PENNSYLVANIA 


SALES OFFICES AND SERVICE SHOPS IN ALL 
PRINCIPAL CITIES OF THE UNITED STATES 


Westinghous 























Ends tampering 
with fuses 


No fuse replace- 
ment hazards 





Eliminates service 
calls 
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THE Y 
ys LAMP 
COMES DOWN 


o_ 


—away from 
the electric 
circuit for 
easy cleaning 
... Sell your 
custom- 











One _ method 
of installation 
showing 
Thompson 












Hanger 938A 
together with 
pulley and rll se the 
other acces- Thompson 
sories. 

Hanger for 






more and 
better light- 
ing. 





ADOPTED 
AS 
STANDARD 






Thompson Hangers should be brought to the 
attention of every industrial plant in your 
territory . . . It will mean increased profits 
for both you and your customers .. . 


—by big industrial plants, railroads, etc. 
‘ - It solves the problem of accessibility 
for cleaning and other servicing ... Elimi- 
nates climbing and electrical hazards .. . 


THOMPSON ELECTRIC COMPANY, Cleveland, O. 


LAMP 


THOMPSON szrvicing HANGER 














Unlimited Market—Contractors 
Manufacturers—Radio 





Tape—solder—or time wasted 

N ! with Ideal Universal Wire Con- 

Oo: nectors. They screw on like 
nuts, 

The demand has boosted 

Y ! our production into mil- 

es; lions. They’re used in some 











of the finest buildings erect- Bowlus Boring 

ed today, and by hundreds of appliance Machine enables 
and electrical machinery manufacturers me 
and users. They enable contractors to SaREmOR.. Satu 
- e tive price. Big 
underbid and manufacturers to lower am: we on 


their costs. ume sales. Takes 
all the hard slow 
work out of bor- 


ing. 


E-Z Wire Stripper. 
Volume sales! Elec- 
trical workers buy on 


sight. One squeeze on 
handle clamps wire, 
cuts insulation, strips 
wire. 


Approved by Underwriters and Factory 
Mutual Laboratories. Fully patented. 


IDEAL COMMUTATOR DRESSER CO. 
1047 Park Ave., Sycamore, III. 

Please send further information regarding 
© Ideal Wire Connector 

L] Ideal ‘‘Bowlus” Boring Machine 

[] Ideal “E-Z” Wire Stripper 


Name . 








| Chicago Agent 
Wants Lines 

A manufacturer’s agent who has 
been serving the electrical whole- 
salers in Chicago and the sur- 
| rounding territory for the past 15 
| years is available for additional 
lines. 

Manufacturers having a jobber 
policy and looking for such a rep- 
resentative in that territory can 
get in touch with him through 
W. J. McLaughlin, THe Josper’s 
SALESMAN, 520 N. Michigan Blvd., 
Chicago. 





*K ok * 


National Carbon Issues 
Service Manual 

The National Carbon Co., New 
York, has just issued a “Service 
Manual on Eveready Radio Re- 
ceivers.” It contains a general 
description of “Eveready” radio 
receivers, Series 30, a description 
of troubles most likely to occur, 
methods for locating and correct- 
ing these troubles, and instructions 
for replacing defective parts. 

+S © 
Emil A. Rudin Dies After 
Long Illness 

Emil A. Rudin, sales represen- 
tative in Canada for the past three 
years for the Flexible Steel Lac- 
ing Co., Chicago, died at his 
home, 53 Willow Ave., Toronto, 
on November 20, following an ill- 
ness of several months’ duration. 
He leaves a wife and four children. 

* * * 
General Electric Official Suc- 
cumbs to Pneumonia 

Maurice A. Oudin, 63, vice-pres- 
ident of the International General 
Electric Co., died at his home in 
Schenectady, December 4, follow- 
| ing a severe case of pneumonia. 
After his graduation from Prince- 
ton University, Mr. Oudin joined 
the Thomson-Houston Electric 
Co., Lynn, Mass., and continued 
in various capacities with its suc- 
cessor, the General Electric Co., 
at Schenectady. In the capacity 
of manager of the company’s for- 
eign department Mr. Oudin trav- 
eled extensively in Asia, and in 
1919 when the International Gen- 
eral Electric Co. was formed to 


take over all the activities of the 
parent company with relation to 
| foreign business, he was appoint- 
| ed its first vice-president. 
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ARROW /resenrs 


Stas. “a oy 
































For 


use with 





standard 
switch plates 
of molded “ARRO- 
TEX” .. Makes your 
tumbler plate stock 
more flexible—with new 
use for two- and three-gang 
plates... Saves carrying 
line of special combination 
plates. ... A Convenience Out- 
let that IS a convenience to 
YOU! Side-wired; takes stan- 
dard parallel-blade plug... 
Catalog No. 7700; with plaster 
ears, 7700-G. ... Order a stock 
to CUT your plate stock... . 


ARROW ELEGTRIGC DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC CO. 
HARTFORD,CONN. 
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SHERMAN 
GROUND 
CLAMPS 






All copper, 
one piece 
clamps sell the 
fastest. 


Grip tight 
stay there 


This is the only all copper, ® 
one piece clamp which can 
be drawn up _ absolutely 
tight. Sell your contractors 
the best ground clamp on the 
market at lower prices. 






Clamp is flexible 
sheet copper and 
stout bolt treated 
to prevent corro- 
sion. 


A screw driver only is necessary 
to apply. Saves time—easiest to 
install. Sherman approved ground 
clamps are high quality construc- 
tion. Low prices speed sales. 
Write for complete information on 
the Sherman line. 


H. B. Sherman 


Manufacturing Co. 


Battle Creek 
Michigan 








Quickly applied with perfect 
efficiency 




















Two New Officers at 
RCA-Victor Company 


The appointment of Major I. E. 
Lambert as_ vice-president and 
general counsel and of E. C. Grim- 
ley as treasurer and comptroller 
has been announced by E. E. 
Shumaker, president of the RCA- 





E. C. Grimley 


Major Lambert 


Victor Co., Inec., which 
operations January 1, 1930. 

Major Lambert formerly headed 
the legal department of the Radio- 
Victor Corporation of America. 
He is a graduate of the Univer- 
sity of Kansas, class of 1912, and 
after a short activity in news- 
paper work and a post graduate 
course at the University of Chi- 
cago, practiced law in Emporia, 
Kansas, for five years. He was a 
flyer in the air service during the 
war. After the Armistice he was 
transferred to the Judge Advo- 
cate’s department and served as 
counsel to the War Department 
Claims Board. He was trial coun- 
sel for the Federal Trade Com- 
mission for more than three years. 
Major Lambert was very active in 
Kansas politics and held a number 
of important political offices. 

Mr. Grimley is a native of New- 
burgh, N. Y. Following his grad- 
uation from the School of Com- 
merce of New York University, he 
was a public accountant in New 
York City for four years. Mr. 
Grimley served in the navy during 
the war. At the close of the war 
he joined the Victor Talking Ma- 
chine Co. where he held the offices 
of assistant treasurer and assist- 
ant comptroller, and then treas- 
urer and comptroller. When the 
Radio- Victor Corporation _ of 
America was formed to handle the 
sales activities of the Radio Cor- 
poration of America and_ the 
Victor Talking Machine Co., Mr. 
Grimley was appointed treasurer 
and comptroller. 


began 











Every sale of a 


RELIANCE 
8-Day 
TIME 
SWITCH 


is an All-Profit 
sale 


Once sold, you 
can forget the 
RELIANCE, for 
to begin with, 
we take all the 
responsi- 
bility for seeing 
to it that the 
switch delivers 
the service it is 
bought for. 
And in addition, 
you have the comfortable feeling that 
comes from having sold a piece of 
“right” merchandise. ALL RELIANCE 
Time Switches have the famous 


“NO SERVICE” 
MECHANISM 


With 15 new 
Improvements 





And the applications for signs, traf- 
fic lights, window lights, and many 
other uses are multiplying daily. Get 
set now, to sell the RELIANCE! 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 MEAD STREET 
RACINE .. WIS. 


Reliance Time Switch 
Service Co. 1717 Fol- 


Sales 
Rick & Selleg, 549 


W. Washington Blvd., som St., San Francis- 
Chicago. co., Cal. 
Sales and Service Service 
H. F. Stanley, 429 Diana Clock Works, 
Wayne St., Detroit, 605 W. Washington 


Mich. St., Chicago, IIl. 
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QUALITY s PARAMOUNT! 








Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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The Newgard 


Pe ccatann 









A Practical 
Weatherproof 
Receptacle 





[ NEWGARD 
aul LL 





Approved— 
Low Priced— 
Profitable 


Always glad to send literature 


MULTI ELEC’L. MFG. CO. 


1840 W. Fourteenth St. 


Chicago 





























Actual service proves their 
superior quality and sta- 


bility. 





HEMING 


Write for catalog. 


thru many 
years’ use / 





RAY 


Donald L. Hadley, art critic and de- 
signer, recently accepted the position 
of chief designer of household appli- 
ances at the Mansfield Works of the 
Westinghouse Electric & Manufactur- 
ing Co., Mansfield, O. Mr. Hadley will 
create the designs and decorations 
used on various appliances made by 
the Westinghouse Co. 





De Forest Moves Executive 
Offices 

The executive offices of the De 
Forest Radio Co., have been 
moved from the Jersey City plant 
to the main plant at Passaic, 
N. J., according to a recent an- 
nouncement. Inasmuch as_ the 
| bulk of DeForest Audions are 
| now produced at the Passaic 
| plant, it was decided some time 
ago to concentrate the main stock 
and shipping facilities at that 
point, followed by the executive 
offices so as to provide closer co- 
operation and supervision. New 
and larger quarters than those in 
the Jersey City plant have now 
been provided for the executive 
offices at Passaic. 

es © 
Lackritz Represents 
Art Metal 

Maurice J. Lackritz is now han- 

dling the Art Metal Co. line in 


the eastern territory. 
. es * 








Marwood Appointed 
Emerson Distributor 


Glass insulators for low and medium The Marwood Co., of Seattle and 


voltage lines.. 


Hemingray Glass Co. 


Muncie, Indiana 











Spokane, Wash., San Francisco, 
Calif., and Portland, Ore., has been 
appointed a distributor of Emerson 
motors on the Pacific Coast by the 
Emerson Electric Mfg. Co., St. 
| Louis, Mo. Stocks will be carried 
| by the Marwood Co. in its ware- 
| houses in each of the cities named. 
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Briefly, here are the advantages in the Proctor 
Full Automatic, Adjustable Iron — features 
that have given it the greatest sales increase 
over a given period ever enjoyed by an auto- 
matic iron. wm 

~_ 
The Proctor Full Automatic not only tunes in 
the right temperature for ironing silks, 
woolens, cottons and linens, but the Proctor 
graphic indicator dial tells you what ironing 
heat to select for each fabric. 


The Proctor not only “tunes in the right tem- 
perature”, but it automatically holds the heat 
at the proper level—preventing over-heat- 


ing, scorching, and burnout of the heating 


unit. mm, 
\S 


The Proctor Principle of thermostatic temper- 
ature control is exclusive with Proctor. 
2 

In addition, the Proctor Full Automatic is 
noted for its quick heating, extra large iron- 
Ing surface, cool comfortable handle, perfect 
valance, convenient heel-rest, high quality 
of materials and workmanship throughout. 


The Proctor is sold on a liberal guarantee 
plan—at the popular price of $7.75—with 
ample margin to encourage active inside 
and outside selling | 


With this “’ Proctor’’ indicator you tune in 
just the particular ironing temperature for 
the particular fabric as easily as dialing 
in your favorite radio station. And Proctor 
thermostatic control automatically main- 
tains that ironing temperature. 

































.9 


PROCTOR 


FULL AUTOMATIC 
ADJUSTABLE IRON 


Here is one fact you can’t dodge!—1930 will be 
an “automatic year”. Full Automatic Irons, will 
have the call as never before. And the Proctor 
Full Automatic Adjustable Iron with the above 
sales clinching advantages—with the exclusive 
Patented Proctor Principle of Tuned Ironing 
Temperature will win customer preference wher- 


ever, whenever it is shown and merchandised! 





























[PROCTOR & SCHWARTZ 
ELECTRIC COMPANY 


A Division of Proctor & Schwartz Inc. 
SEVENTH STREET AND TABOR ROAD, PHILADELPHIA, PA. 
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Every Electrician Has 
Dozens of Uses for 


NEON 
GLow 
LAMPS 


HEREVER you have 

electrical current you 
ean find profitable uses al- 
most without limit for the Cooper Hewitt Neon 
Glow Lamp. It’s a % watt lamp without filament. 
Useiul everywhere as an indicator. Shows approxi- 
mately whether 110 or 220 volts. Indicates whether 
25 or 60 cycles. Is excellent where rapid flash with 
no lag is ne Withstands strong shocks, severe 
vibration. Fits regular socket—and runs directly 
from 110 A. C. or 220 A. C. or D.C. lines. Lasts 
hundreds of hours. For details, write: Cooper 


? Hewitt Electric Co., 891 Adams St., Hoboken, N. J. 


COOPER HEWITT 
A General 96) Electric 


Organization 420 © C. H. E. Co., 1929 























In St. Louis 


Hotel Maygfair..... 


8th and St. Charles 


In the center of theatre and shopping districts. Floor 
lamps, fans, circulating ice water in every room. The 
quiet, refined atmosphere of an exclusive club—an 
hotel of distinction. Dining room. Coffee shop. 
Garage service. 


400 B29N3 — $3% to $6m 
Hotel Lennov..... 


9th and Washington 


St. Louis’ newest and smartest hotel opened Sep- 
tember 3rd. In the heart of business district. Dining 
room. Coffee shop. Garage service. 


Begeerihest — ¢ 30 10 ¢ 6 
Hotel Kings-Wav.. 


West Pine at Kingshighway 


Opposite beautiful Forest Park. Near bus, street 
car and motor highways. 20 minutes from downtown. 
Club breakfasts, table d’hote dinners. Rooms for 
two from $4. Special rates for permanent guests. 


Heiss Hotel System xox 























F. H. Wilson is the district sales 
manager for the Jefferson Electric Co., 
of Chicago, for the Detroit territory. 
He has his headquarters in that city 
and the picture was snapped at the 
McNaughton & McKay Electric Co. 





Bosch Radio Plane Makes 
Tour 

The largest commercial airplane 
in the United States, a three mo- 
tored biplane which was_ char- 
tered by the American’ Bosch 
Magneto Corp., Springfield, Mass., 
visited New York on November 
30 and December 2, Chicago on 
December 6 and 7, Detroit on De- 
cember 10, Cleveland on December 
12, and Pittsburgh on December 
14. 

This giant airplane, carrying the 
words “Bosch Radio” in Neon gas 
electric letters eight feet tall 
across the ninety-four foot length 
of the lower wing, blazed across 
the sky the evenings of the above 
dates. 

Roland Rohlfs was pilot of the 
plane. In addition to the pilot, 
an electrical operator was neces- 
sary to operate the alternate flash- 
ing, and the maintenance of the 
Neon sign. 

x ok x 


Copeland Appoints New 
England Distributor 
The Copeland Sales Co., De- 


troit, has recently announced the 
appointment of the Ayers-Lyon 
Corp., Boston, as its representa- 
tives for eastern Massachusetts, 
Rhode Island, Maine, Vermont and 
New Hampshire. George W. 
Sprague, who has been identified 
with the Copeland line for the past 
two years throughout the New 
England territory, is now a mem- 
ber of the Ayers-Lyon Corp. 
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COLT’S PATENT FIRE ARMS MFG. CO., 
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GOLD. 


and the Colt cracked night and day 


“‘Thar’s goldin them hills.’’ From St. Louis, 
Fort Leavenworth, Fort Laramie and Santa 
Fe, streamed the wagon trains. Along the 
trails the painted savage barred the way. From 
the forts along the route went forth the 
hunters, armed with rifle and Colt, to supply 
buffalo and deer meat for the soldiers and ad- 
venturers seeking the glint of yellow.. 


Rations were won by the Colt and the war-cry 
of the savage was stilled by the same weapon. 
Clear West to California the Colt blazed the 
way, protecting the seekers en route and pro- 
tecting their claims when struck. 





Today in the electrical industry, 
men are seeking to protect electri- 
cal equipment. Again Colt enters 
the picture, arming these men in 


OLT 


industry with the Colt-made NOARK line of 
service and meter protection devices. 


Thus is Colt upholding the tradition that its 
products must protect and make secure. 
Geared to the task are men and equipment 
of rare calibre in achieving mechanical pre- 
cision. Watch-like methods of manufacture 
have, for seven years, fashioned the NOARK 
line according to Colt standards—a line chosen 
out of hundreds offered because of its peculiar 
mechanical nature—for Colt has always 
worked towards mechanical ends. 


When discussing the protection 
of electrical equipment, remember 
that NOARK is now built by 
Colt; that NOARK protection is 
now Colt protection as well. 





DAR 






Established 1836 f 





NOARK SERVICE BOXES HOLD 


Indoors or outdoors—overhead or 
underground — wherever there is 
moisture, dust, lint or fumes... . 
Cast iron—watertight—full line of 
entrance hoods and conduit fittings 
—fuse pulling mechanism in cover 





Electrical Division 1886 


Electrical Division, HARTFORD, CONN., U.S.A. 

























UP UNDER CONSTANT SERVICE 


—exceptionally compact in size and 
aso « mm CO WUGE ws. 
Send for catalog and detailed de- 
scription. ““‘The Rampant Colt,” an 
interesting publication, mailed on 
request. 
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QUICK SALES 

BIGGER PROFITS 

REPEAT ORDERS 
follow the 


FARIES LINE 


No. 3687 





Wide awake and progressive 
Jobbers and Dealers appreciate 
the great variety embodied in the 
FARIES Line and for many years 
have taken advantage of its quick 
selling and profitable features. 

One of the most practical and 
quick selling features of FARIES 
Line of VERDELITE Lamps is 
the patented “SLIP-ON” Shade 
which easily slips on or off and 
renders the entire selection of 
FARIES Decorated Shades in- 
stantly interchangeable. 


Use a Mazda Inside Frosted 
Blue Daylite Bulb for Daylight 
effect in WERDELITE shades. 

Write for our catalog with 
prices, and ask us about our long 
established Jobber-Dealer Policy 
as a profitable and _ protective 
measure to the trade. 







No. 1062-A 


Write for 
Catalog No. J-1 


FARIES 
MFG. CO. 


DECATUR, ILLINOIS 











| 


| George W. Betke to Repre- 


sent Weber Wiring 
George W. Betke is to be field 
representative for Weber wiring 
devices in Ohio, Michigan, Indi- 
ana and Kentucky with headquar- 
ters in Cleveland. Mr. Betke suc- 
ceeds H. W. Kefgen, Detroit, who 
recently resigned. Prior to this 
appointment, Mr. Betke was con- 
nected with the Erner Electric 
Co., Cleveland, for more than 12 
years. 
* * * 
Kolster Appoints Kneezel 
Advertising Manager 
Kolster Radio Corp., Newark, 


N. J., announces the appointment 


| of Corson Kneezel as its adver- 








tising manager. Mr. Kneezel for- 
merly was associated with Evans, 
Kip & Hackett, Inc., of New 
York, N. Y., and previous to that 
with the Foster & Kleiser Co., 
on the Pacific Coast. 
ok *K * 
Ward Leonard Adopts Five 
Day Week 

Believing that the fundamental 
stability and expansion of business 
are unaffected by the recent stock 
market drop, the Ward Leonard 
Electric Co., Mount Vernon, N. Y., 
recently announced through its 
president, Leonard Kebler, that 
the company will operate on a 
five day week. The 800 em- 
ployes of the concern are _ to 
receive the same wages formerly 
paid for the 48 hour, six day work- 
ing week. The adoption of the 
five day week has been under 
consideration for three months, 
Mr. Kebler said, and so firmly con- 
vinced are executives of the com- 
pany of generally satisfactory 


| business during the coming year, 


that it was decided to make the 
shorter week effective at once. 

“We fail to see in existing con- 
ditions any reason for abandoning 
our intention of adopting the five 
day week paying the same wages,” 
Mr. Kebler stated in his formal 
announcement given to employees. 
“With the adoption of the 45 hour 
week this company faces an in- 
crease in costs, but we have found 
in the past that shortening the 
working week wins out if each 
employee competes with himself 
to give as much production as he 
did during the longer hours.” 








‘(TRANSFORMERS of MERIT for FIFTEEN YEARS /”. 





” = A 
<< GAT =- 


Heavy Duty 


Transformer 





Where transformers of 
larger capacity and 
heavier duty are required 
it wili pay to use the 
Dongan Heavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 


Special Transformers for All 
Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Sho 
Lights. They are oil, gasoline an 
rease-proof and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
er oenet right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 
1603 So. Michigan Ave. 
Chicago, U.S.A. 
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Pew vs wus ‘ 
ie “ tout ‘You know what the name Arcturus means on an A-C tube. 





Quick action, clear tone, long life. This kind of service has > 





made Arcturus Tubes famous throughout the radio industry 















...a symbol of dependable tube performance wherever A-C 
sets are made, used or sold. @ Now we offer Arcturus Direct 
Current tubes, built to the same high standards that made 
possible Arcturus’ A-C superiority...giving dealers 
complete Arcturus equipment for any popular 
radio set. @ Thousands of Arcturus dealers know 
that Arcturus proved performance has helped them 
increase their set and tube sales. Now, with a 
complete line of Arcturus Tubes for every 
popular D-C and A-C set, Arcturus offers 
better profit possibilities than ever before. 





Stock and sell the entire Arcturus line 





ARCTURUS RADIO TUBE COMPANY 
Newark, New Jersey 


























LONG LIFE 


RADIO TUBES 











102 





THE JOBBER’SfZ]SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





New Electrical Products, Illustrated 








The illustration shows the rear 
end of the “Beaver” grooving 
tools manufactured by the Borden 
Co., Warren, O. One of the fea- 
tures of these tools is that they 
lock on the pipe by means of an 
internal chuck and the cutting 
knives cut a groove that is said to 
be perfectly circular, regardless of 
the fact that the pipe itself may 
be out-of-round. A threaded bolt 
goes through the center of the 
tool, over which is placed a dou- 
ble-ended cone on either side of 
which there are four links which 
are expanded by the cone when 
the bolt is tightened. 





Illustrated is a new picture light 
unit offered by the Reflector & II- 
luminating Co., Chicago. Adjust- 
ment is secured by means of tubu- 
lar supporting arms, a tubular yoke 
hanger and thumb set screws. The 
reflector used on this unit meas- 
ures 7% in. long and 1% in. high 
all over. The lamp used in con- 
nection is the new T-6%, 25 watt, 
intermediate screw base, Mazda 
tubular lamp. 





The General Electric Co., Sche- 
nectady, N. Y.,announces a series 
of seven new Mazda decorative 
lamps for distribution. This new 
group comprises three definite 
shapes, two of them in three color 
combinations. 











A new product of the Steel City 
Electric Co., Pittsburgh, is the 
“Universal” water-tight conduit 
coupling. The couplings have 
bushing and sleeve members which 
are left hand threaded so that the 
act of screwing up the sleeve has 
a tendency to screw on the inside 
collar instead of backing it off the 
threads. They are made of malle- 
able iron and galvanized which 
protects the threaded parts as well 
as the outside surface. 





A new series of flush tumbler 
switches, wholly enclosed and hav- 
ing both cups and covers made of 
black bakelite is being offered by 
the Bryant Electric Co., Bridge- 
port, Conn. The switches shown 
are listed as No. 3962 double pole 
and 3962-L with lock type handle. 





The Eagle Electric Mfg. Co., 
Inc., Brooklyn, is bringing out a 
kitchen switch, assembled with 
four feet of three conductor silk 
cord. 

















The Silvray industrial unit, man- 


ufactured by Silvray' Lighting, 
Inc., New York, is said to elimi- 
nate glare in factory lighting 
through the application of a per- 
manent silver reflector to the low- 
er half of standard bulbs. The 
lamp is used in conjunction with 
a specially designed porcelain 
enameled steel reflector to control 
the spread of light delivered by 
the lamp. 








A new two unit utility hot plate 
has been designed by the Westing- 
house Electric & Mfg. Co., East 
Pittsburgh. Each of the two 
eight-inch enclosed heating units 
is controlled by a three heat snap 
switch mounted on the front of 
the appliance. The two units have 
a total capacity of 3,600 watts. 
The base is of heavy steel, black 
japanned and the legs and top are 
finished in chromium plate. 








This is an open view of the new 
meter service breaker manufac- 
tured by the Square D Co., De- 
troit, showing the circuit breaker 
sealed to prevent tampering. It 
can be easily and quickly wired. 
This breaker is made for 30 am- 
pere, 125 volt, two wire, solid neu- 
tral service. 
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Built fo Endure — 


Wired with PARANITE! 


HE beauty and utility of the new Pasadena 


Junior High Schoolare not confined to archi- 
tectural design—authentic and charming as it is 
in its California setting. In every detail of its 
construction quality, long life and service have 
been insured by careful selection of materials. 

It is natural that architects, general contrac- 
tors and electrical contractors agreed on the use 





of ParanitE Rubber Insulated Wires and Cables 
for all electrical wiring—for Paranite has been 
building for forty years a reputation as better 
than code requires.”’... The architects were 
March, Smith & Powell of Los Angeles. Thomas 
L. Nudd of Los Angeles was the electrical engi- 
neer, and the R. R. Jones Electric Company of 
South Pasadena were the electrical contractors. 


PARANITE 


“Tf It’s PARANITE It’s Right” 


RUBBER INSULATED WIRE and CABLES 


INDIANA RUBBER AND INSULATED WIRE CO. az JONESBORO, INDIANA 
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New Electrical Products, Illustrated 





The Standard Electric 
Stove Co., Toledo, is 
now manufacturing a 
compact two burner 
stove for use in. air- 
planes.. The stove is op- 
erated by two generators 
attached to the outboard 
motors. 





A type “C” switch of new 
design is being manufactured by 
the Trumbull Electric Mfg. Co., 
Plainsville, Conn., which, it is 
claimed, will give a quick positive 
make in addition to the quick 
break action regularly furnished. 
The design of the blade assembly 
has also been changed. Fibre loop 
straps have been added which at- 
tach each blade separately to the 
steel operating yoke. This fibre 
also serves as an “on-position” 
stop. 


The “Eskimo” fruit juice extrac- 
tor recently placed on the market 
by the United Electrical Mfg. Co., 
Adrian, Mich., is furnished with a 
green enameled top and base and 
a white porcelain bowl. The body 
of the extractor is chrome plated. 
The bowl and reamer can be lift- 
ed out for washing purposes. Rub- 
ber pads at the base of the product 
prevent marring of surfaces. 


The “Frenchflake” corn popper 
was recently put into produc- 
tion by Robbins & Myers, Inc., 
Springfield, O. This product has 
a ground cast iron popping plate 
which, it is claimed, will not warp 
under heat. The motor-driven 
stirring blades are made of steel 
alloy, ground to a knife edge. One 
of the best points on this popper 
is said to be its ability to pop 
either by the wet or dry method. 
Models two and three of this line 
have an adjusting dial which reg- 
ulates the popping speed. 











One of the latest products of the 
Dallas Engineering Corp., Dallas, 
is the airplane fan which has a 
specially designed airplane type 
propeller on a stream line body. 
It is hung from the ceiling with 
regular half inch pipe or conduit. 
The fan has an air-cooled “Cen- 
tury’ motor, no brushes and a 
large bronze bearing. 





The West Bend Aluminum Co., 
West Bend, Wis., is offering a new 
type tea kettle that can be used 
wherever there is a convenience 
outlet. This kettle prepares French 
drip coffee or tea and can even be 
used for boiling the breakfast egg 
or keeping foods warm on the 
coldest morning. 























Illustrated is a model “D” type 
of the “Sunshine” electric exer- 
cisers manufactured by the Wise- 
McClung Corp., New Philadelphia, 
O. The floor model is equipped 
with a springboard base and re- 
quires no anchoring. The eccen- 
tric principle with separate driving 
mechanism (V-belt to disks) is 
used on this model. The cover is 
of sheet steel with a jade green 
krinkle finish. 
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x FH CEILING SNAP swita 





teh Gg, _ pee — ER 


ty as 





Brings to mill jobs, overhead-wired, 
the standard Snap Switch mechanism 


of H& H. Its reliability 40-years Wp 
proven; built with oversize parts to 


stand heavy overloads... Recent ad- 





vances in ratchet mechanism make a 
smooth-pull, positive action. Cord pulls 

over drum of large diameter; gives / 
jeverage for easy operating... For / 
‘‘saw-tooth” roof construction, } 
ll the side-pull (wall type) Wf, gy / 


switch illustrated here. 


dhe 
{ 
i | 
; \ 


“g 


For ceiling attachment— 
the Cetling Type as 

listed with Wa/l/ 
Type switch in Vs q 





: 
~ ~~ ae 
11 eld 





table below. 











H&H CeuLing Snap SWITCH 





3 
Ceiling Wall $ Amps. at 
ype | Type Description 
Cat. | Cat . ae a i 
} No. j ; 
3741 | 3741-S Single pole Solid 10 $ * 
3742  3742-S Single pole Slowed 10 $4 
3743 | 3743-S Double pole Solid 10 
3744 3744-S Doublé pole Sloted 10 
3745 3745-S Three-way Solid 10 5 
3746 3746-S Three-way Slotted 10 5 
4060 4060-S Four-way Solid 10 5 
4061 4061-S Four-way Sloted 10 5 


3747 3747-S Two-circuit Solid 5 
3748 3748-S Two-circuit Slotted 5 
3749 3749-S ‘Three-circuit Solid 5 
3750 3750-S Three-circuit Slotted 5 
e 
Diameter of base 2.4". Supporting screws spaced 
1)" on centers. Heightfover all, 11)". Two-cir 
cuit switches operate 2, 1 & 2, Off. Three 
circuit switches operate: 1, 1 & 2,1 & 2 & 3 
Off. Switches are provided with 8 of cord. Extra 
cord will be furntshed| at ic list per foor 














a 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 afl 
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Note the Flexco 
portable guards. 
Split handles permit 
easy adjustment. 
Safe and convenient 
for extension lights. 

Are you _ getting 
the portable guard 
business in your 
territory ? 


Flexible Steel Lacing Company 
4698 Lexington St., Chicago, Ill. 
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Trade Mark 
APPROVED APPROVED 
by the by the 
Underwriters Factory Mutual 
Association Laboratories 
i i T 
H H 
E E 
Y Y 
M M 
U U 
Ss Ss 
ci T 
B B 
E E 
GOOD GOOD 


A-1 


WIRE CONNECTORS 


They’re easy to sell because Contractors 
know they make a better joint mechan- 
ically and electrically. One size for 
combinations of No. 14, No. 16 and 
No. 18, solid or stranded, up to 4 No. 
14 and 2 No. 18, or equivalent. 

Pat. Nos. 1635293—1736379, others pending. 

Manufactured by 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 


G. Denn. Montgomery, Jr. 
522 Broadway, New York City 
Phone Canal 7533 


AAAAAAAAA 





Latest Trade Literature | 

General Electric Co., Harrison, | 
N. J—Four very attractive book- | 
lets have been issued by the Ed- 
ison Lamp Works’ department. 
The first of the series, “Luminous | 
Harmony in the Home,” gives 
simple but effective methods of 
achieving lighting harmony in 
every room of the home. Photo- 
graphs and drawings in color are 
used to bring out many of the 
points. The other three booklets 
deal with electric light -problems 
on the farm and in the rural dis- 
trict, the future in aviation light- 
ing and floodlighting. This last 


bulletin contains some helpful | 


charts for obtaining the greatest 
effectiveness in floodlighting. 


Radio Receptor Co., Inc., New 


| York.—A new catalog on “Pow- 


illustrations and charts comple- 


erizer” super amplifiers and audio | 
distribution systems has been is- 
sued recently. This literature has | 
been published with the idea of 
providing complete information 
regarding each of the basic units 
required for the installation of a 
“Powerizer” sound system. The 


ment the reading matter so as to | 
insure clearness in the reader’s | 
understanding of the information. | 


Radio-Victor Corp. of ieee 
New York.—The Radiotron data 
book prepared under the direction 





We've told you about this chap be- 
— but we spelled his name wrong, so 





e’ll just run_his picture, so all will | 


ssh him. He is “Gus” Erny, who | 


travels Michigan for the Collyer Ins. 


Wire Co. Gus got his early training | 


with Manhattan, St. Louis. 
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| | vases 


| SOLDERING 
fig SALTS 





And then say, 


“How many 
Yager’s—?”’ 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and deservedly 
popular. 

Samples?—Price list?—Sure—just 
write. 


_Alex R. Benson Co., Inc. 


Hudson, N. Y. 





1930— 








_ 
| 
| 


CENT 








Pick up a length of “Central’’ Con 
eltitcomstelcumsaterel Co taM jar la olaatacnte ls 
fatiaeiomaatacrts Mier tate Matelcom itl acta meTy 
is to work. Then notice the Under 
writer’s Label stamped on each 
length and you will immediately 
re atiz e why “Central” Conduit en- 
Toba Merarelahs are cmeelalirel ciatercrtastelati 
the leading electrical contractors 
throug rhout ‘the country. 


(OS aa is Os... e Oue On OD 3 oe CLO 
First National Bank Building 
PITTSBURGH 





SONDUN 
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Industry Has Asked Two Questions 
Here Are the Answers 


Two DEPENDABLE SWITCHES 


for motor control with overload and 
under voltage protection 


rs , 


This rugged type magnetic motor reversing switch 
with remote control gives instant control combined 
with ease of operation in reversing polyphase motors. 


me) 


i 


—_™-_, 


mi 
™ 
> 


y Bgemss |/ 


A mechanical interlock prevents one switch being 


thrown “ON” until the other is “OFF.” 


A unique contact design permits the safe breaking 
of stalled rotor currents. 





No. 77321 
Box 1436” W x 13¥6”L x 554”D 


This two-phase four-wire magnetic switch is similar 
in design to the motor reversing magnetic switch in that 
it consists of two magnetic switches mounted side by 
side in one cabinet. 


Replacing the mechanical interlock feature in the re- 
versing switch, however, is an electrical interlock which 


causes both switches to close at the same time. No. 81421 
Box 1436”W x 13%5"Lx554”"D 





Horse Power Ratings 








— Volts A.C. 
115 230 460 575 
Polyphase 5 10 15 15 
Single Phase a 5 7/2 7 


Sold Through Wholesalers 


THETRUMBULLE 






Plaigyiy 
NEW YORK oy SEY CHICAGO 
114 Liberty St. ee BOARD Littiy, 2001WPershing Rd. 
BOSTON PHILADELPHIA. SAN FRANCISCO 
1002 Statler Bidg. 511-519 N. BROAD ST. 595 Mission St. 
ATLANTA 


Branch Factories—Switches, Switch Boards, Panel Boards—Seattle, Washington and Los Angeles, Cal. 
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KESTER FLUXK-COR SOLDER 


= IN POCKETS SOLDER _ 





QUICK! 


no separate 
pastes—the 
flux is right in the core. 
Simple, sure, ideal for the 
soldering needs of mechanics, 
farmers, electricians, home- 
handcraftsmen, howsewives, 
boy-builders—every hardware 
customer. A complete line 
of solders, backed by many 
years of national advertising- 
Acid-Core for general heavy 
duty, Rosin-Core for delicate 
electrical and similar work, 
Metal Mender for household 
use, Radio Solder for set 
building and repairs, Paste- 
Core for the electrical worker 
accustomed to paste. 


One 
fluxes, 


operation 
acids or 





From all jobbers 


KESTER SOLDER CO. 
4251 Wrightwood Ave. 
Chicago, Ill. 


Established 1899 
| Formerly Chicago Solder Co. 


eee X-CORE 
1) A 


S CORE ROSIN-CORE 


METAL MENDER 





| joined 


TER 
ER 


PASTE-CORE 
RADIO SOLDER 





L. M. Pond, or 
the Colt’s 
Mfg. Co., Hartford, Conn., 
New York state territory. Following 
his discharge from the army, “Pondy” 
did special work with Apex and Uni- 
versal and, before his connection with 
Colt’s, 
Beardsley Wollcott Co. 


“ce Pondy” 


has recently 
Patent Fire Arms 


to cover its 


of RCA engineers is a ready ref- 
erence for recommending _ the | 
proper RCA Radiotron for every | 
socket in sets of most of the lead- 
ing manufacturers. 


S. Robert Schwartz & 
New York—Catalog No. 26, show- 











WHAT EVERY STORE- 
KEEPER SHOULD BE TOLD 
ABOUT STORE-LIGHTING 


— And Why Every Jobber Sales- 
man Should Helpto Do the Telling. 












MODERN 
STORE 

LIGHTING 

CAMPAIGN 


Every alert Jobbers’ salesman should 
have a copy of the current issue of the 
“WIREMOLD BUSINESS BUILD- 
ER,” featuring the store-lighting cam- 
paign. There is good business — and 
GOOD PROFITS —in helping the 
contractor develop this kind of business 
and you can do your bit, with profit 
to yourself, by knowing THE WIRE- 
MOLD PLAN and saying a good word 
for it. Send for your copy —IT’S 


FREE — and get the details. 


WIREMOLD 


Hartford, Connecticut 





ing in detail the entire line of 
\“Esrobert” lamps, has been re- 
‘leased by S. Robert Schwartz & 
| Bro., New York. Included in the 
‘catalog is a price list together 





covered New England for the | 


Bro., | 


| our Electrical Trade 





|with information regarding the or- | 


| dering of the lamps. 


| 


| lyn.—An accordion folded leaflet | 
containing a number 
|per advertisements for “Speed” | 
‘tubes is being mailed to the cor- | 
| poration’s jobbers. The advertise- 
| ments are made up in what might | 
be termed a “postery” style and 
tie in with the national advertis- 
‘ing campaign on “Speed” tubes. 





General Electric Co., 
tady:—The following new bulle- 
‘tins have been distributed by the 
company: GEA-897A, “Small air- 
cooled transformers and_ auto- 
transformers”; GEA-913B, “Auto- 
matic time switches,” superseding 
GEA-913A; GEA-570B, “Hand 
starting compensators,” supersed- 
‘ing GEA-670A, and GEA-984B, 
'“G-E Novalux airport ceiling light 
‘and ceiling-height indicator,” su- 
iperseding GEA-984A. 


| Cable Radio Tube Corp., Brook- ' 


of newspa- | 


Schenec- | 














No. 562 


HESE gigantic reflectors for out- 

door floodlighting are particularly 
profitable items for Electrical Jobbers. 
They need not be*stocked—shipments 
are made direct and the Jobber is ts fully 
protected in the matter of price. Other 
designs are also available, as well as a 
complete line of theatrical lighting 
specialties, including: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 
32! West 50th Street 
NEW YORK, N.Y. 





Write for a copy of 


Catalog 





+48 

















Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 
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\ Three Ways 
lo better bends 


FEW minutes practice with the Steeltubes 
Hickey is all anybody needs to produce 
smooth, even bends with STEELTUBES {E. M.T.} 


Here are three practical bending methods: 


1. Put the handle of the Steeltubes Hickey against the floor 
and use the length of Steeltubes as a bending lever. This 
is the recommended method. 





2. Clamp the Hickey in a vise and follow the same method, 


applying moderate force, and jogging the Steeltubes 
through little by little. 


3. Lay the Steeltubes on the floor and use the Hickey as a 
bending lever. 


A trial of these three methods will quickly 
show you which one you prefer. The soft, open 
hearth steel of Steeltubes saves labor on bending, 
and makes short bends practical, whichever 
method you use. 
Electrical Division 
STEEL AND TUBES, INC. 


Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 


* STEELTUBES Electrical Metallic Tubing 7 
is threadless, strong, light and easy to handle. Costs 
less to buy. Saves time and money on the job. J 


STEELTUBES (E.M.T.)* 


has the same inside diameter as heavy 
conduit. Made in three sizes, [34", 
34" and 1"} with diameters and wall- 
thickness shown above. One coupling 
furnished with each ten-foot length 
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VOLUME 
SALES!! 


For 1930 


ESKIMO 
pn, 





Fruit Juice Extractor 
Easy to sell with liberal profits 
for the jobber. This extractor 
has many features that make it 
desirable and even necessary for 
every home. Bowl and reamer 
are easily lifted out for cleaning 
.. +. Top is finished in enamel . . 
body is chrome plated . . . will not 
rust, stain or tarnish. Base is 
fitted with rubber pads .. . It will 
not mar the most highly polished 
surface. Complete with six feet 
of cord and two piece plug for 
$15.00 list. 


Eskimo 
Drink 





The Eskimo Kitchen Mechanic 

is ideal for mixing drinks, 

mayonnaise, whipping cream, 

beating eggs, etc. Complete 

with seven foot cord, toggle 

switch and two-piece plug. 

List price—$7.00. 

West of Rockies—$#8.00. 

For Catalog and Sales Helps 
write to— 


UNITED ELECTRICAL 





| 
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American Blower Sales @ Adverkistir 


tor Dealer Profits. 
A valuable book~ 
for any business. 
Particularly valu- 








American Rlower 


pee maine. HEATING, AIR a Zw DRYING, MECHANICAL DRAFT 


x OF ALL TYPES OF AIR BD vi noune EQUIPMENT Since 81 














Cc O U P O N 
AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Mich. 
Please send me, without obligation or charge, a copy of the American Blower Blue Book. 


Name 
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8 Plan Book. 


Just off the press. Full of new merchandising able for the eel Salesman calling on 
ideas ... new sales helps... new advertising Sheet Metal, Electrical and Ventilating Con- 
material ... all designed to increase Contrac- tractors. Fill in the coupon today. Assure 


a Oe ee ee 














yourself of an 
early copy. There 
is no obligation, or 
charge. 





oe 





Firm Name es 








Street & Number 











City 
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This new model Wagner Fan is cut away to show how the 


A oscillator housing is an integral part of the end-plate. 


New ey] -Tight This construction, in addition to providing rigid bearing 


alignment, is oil-tight. The oscillator shaft runs through a 


regular piston-rod stuffing box which eliminates all grease 


= 
®) 
Osci ‘ lator leakage...the oscillator mechanism is only one of many im- 


provements in the new line of Wagner troubleproof Fans. 





New prices, new models and new sales helps for 1930. 


Ask for details 


WAGNER ELECTRIC CORPORATION 


a 
5 a 
a &) 6400 Plymouth Ave., St. Louis 
L A Sales and Service in 25 Principal Cities 
®) PRODUCTS so PRS... + GREK vs 4. - TMA .. « Gwe 
A 


TRANSFORMERS ... POWER... DISTRIBUTION ... INSTRUMENT 
MOTORS .. . SINGLE-PHASE . . . POLYPHASE .. . DIRECT CURRENT 


61-6232-3 











Sell a Beldenamel Aerial 


with Every Receiver 


A good aerial is just as essential to the finest radio reception 
as good tubes. The best receiver cannot eliminate noises 
introduced by a poor aerial. . . 2. . «© «6 «© « « «© « 


Belden Aerial Equipment installed in accordance with 
instructions makes it possible to get the best recep- 
tion from each receiver—uniformly good results 
that please customers and pave the way to addi- 
tional sales of receivers and various accessories. 


Tell your dealers that to sell or **throw in”’ 
poor aerial material unduly handicaps 
a the receiver and thereby endangers the 
———— = .- 


Beladch. sale and the good will of the customer. 


It will boost your set business to 
have your dealers sell Belden 
Aerial Kits and Accessories 
with every set they sell. . . 








Belden 


Manufacturing 
Company 
2324-A S. Western Ave 
Chicago 
U. S. A. 
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